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OOK AT THIS FOR 
LOW COST! 


SELECT ORDINARY INSURANCE 
$5,000 Policy Illustrations — Age 35 


EC a TI MI AMEN I NRRL: SOURS t-PA 


Effective May 1, 1954. Minimum sum insured $3,000. 


Disability Waiver of Premiums also available at new low cost. 





AGE 65 


ANNUAL PREMIUM 


LIFE PAID UP 
AT AGE 85 


20 YEAR 
PAYMENT LIFE 


20 YEAR 
ENDOWMENT 


PERSONAL 
SECURITY (c) 





$ 138.95 


$ 196.45 


$ 258.75 


$ 178.10 





20 YEAR SUMMARY ©) 
Premiums 
Accumulated Dividends (>) 
Cash Value 
Return over Cost if Surrendered 


20 Year Average Return 
over Cost per $1,000 








2,779.00 
1,087.40 
1,866.35 

174.75 


1.75 





3,929.00 
1,216.30 
3,308.45 

595.75 


5.96 





5,175.00 
1,271.95 
5,000.00 
1,096.95 


10.97 





3,562.00 
1,147.45 
2,890.20 

475.65 


4.76 





(b) Accumulated dividends (including settlement 





(a) Figures involving dividends apply to policies issued on 
or after May 1, 1954 and are not guaranteed but are 
merely illustrations based upon current experience. 


dividend payable only upon surrender). 
(c) Endowment maturing at age 65. 


Get full information from your local John Hancock office 


Pate a 
MUTUALJLIFE INSURANCE 
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THE FIELD UNDERWRITER—Generally more than 30 
hours are devoted to each Planned Estate by the Field 
Underwriter and the Company. The high average policy 
helps the Home Life Field Underwriter to offer this degree 
of service whether the client eventually purchases life 
insurance or not. 





“en * ll 

THE CLIENT—The high average policy means that Home Life 
clients are seeing their problems of family security more clearly 
and solving them more realistically. Through “Planned Estates” 
they are helped to recognize that someone always pays for life 
insurance that is needed whether it is purchased or not. It is just 
a question of who pays for it and when. 


viewpoints 
on the high 
average policy 


American life insurance ($11,487 in 1953). 


Naturally we are proud of this record and 
again extend congratulations to the entire 
Home Life fteld organization for its continuing 
accomplishment. 


Since the high average policy is not at an end 
in itself, just what is its significance? Here are 
three views of its real importance—to Clients, 
Field Underwriters and Company. 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 8, New York 


J. H. Evans 
Vice Pres. & Mar. of Agencies 


W. P. Worthington 
President 





THE COMPANY—Since the expenses of underwriting, issu- 
ing, premium collection, accounting and even check- 
writing (shown above) are much the same with each 
policy regardless of size, business in larger-size units 
results in considerable savings to both the Company and 
its policy-owners. 


For 17 consecutive years, according to Life 
Insurance Courant, Home Life’s average new 
ordinary policy has been the highest in 
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Metropolitan Will 
Administer Federal 
Employe Group Plan 


Eligible Insurers Agree 
on Single-Company Handling 
But Many Will Reinsure 


WASHINGTON—Metropolitan Life 
has been selected as the “direct-writ- 
ing’ company for the federal govern- 
ment employes’ group life insurance 
) program that goes into effect Aug. 28. 
| About 250 companies are entitled to 
participate as reinsurers. There are 
eight life companies that have 1% or 
more of the total group business in 
force in the United States and that 
would hence be eligible under the 
recently enacted statute to participate 
as direct writers. 
e o e 


However, the civil service commis- 
sion said that at a meeting the repre- 
sentatives of the eight insurers and 
American Life Convention and Life 
Insurance Assn. of America agreed that 
a single company rather than a coali- 
tion of companies should be named to 
administer the program. It was the 
group’s consensus that this would pro- 
vide for simpler administration. 

As a result, the commission chose 
Metropolitan Life “solely on the basis 
of its being the largest company” in 
the group life field. The plan will be 
administered at the “office of federal 
employes group life,” at the Metropol- 
itan home office, staffed by Metropol- 
itan employes. 

Civil Service Commission Chairman 
Young pointed out that Metropolitan 
“will have no advantages in connection 
with sharing the underwriting of the 
insurance.” The act provides for a 
formula for determining the percentage 
of the business to be allocated to each 
reinsuring company. The formula “is 
purposely weighted in favor of middle- 
sized and smaller insurance compa- 
nies,” Mr. Young said. 

Eligible employes will be covered 
starting next Sunday. That is, any eli- 
sible employe who has not requested 
exclusion will be covered in case he 
should die on or after Aug. 28. 
It is too early to tell how many of 
the 250 or so eligible life companies 
will decide to participate in reinsuring 
the federal employes group life plan 
but the general belief among those 
working on the program is that a very 
large percentage will want to take 
part. One obvious reason is the pres- 
tige involved. 








_ Certificates will be distributed to 
Insured employes, explaining the bene- 
fits and terms of insurance in detailed 
fashion, about 30 to 45 days after 
the program goes into effect. In the 
meantime, employes will be sent copies 
of a leaflet explaining basic features of 
€ program. Regulations covering the 
Program are scheduled to be issued by 
Aug. 28, 

_ The program—largest in the world— 
Mvolves about 2 million employes and 
(CONTINUED ON PAGE 15) 





LEADERS’ CLUB MEETS 


Ohio National Cuts 
Many Rates, Befters 
Field Pension Plan 


WHITE SULPHUR SPRINGS— 
Among the highlights of Ohio National 
Life’s biennial Builders Club conven- 
tion here were the announcements of 
a revised and greatly liberalized pen- 
sion plan for field representatives and 
a new rate book embracing many re- 
ductions. In opening the meeting, John 
H. Evans, president, said the 188 qual- 
ifiers attending with their families 
comprised the largest group of quali- 
fiers to attend any similar gathering 
in the company’s history. 

Salient features of the new pension 
plan which, integrated with current 
and pending tax legislation and social 
security measures, will assure the ca- 
reer field man of up to 100% retire- 
ment income in relation to average an- 
nual gross income during his active 








John H. Evans M. R. Dodson 


years, were described by M. Rey Dod- 
son, executive vice-president. 

The plan is voluntary and calls for 
contributions of from 3% to 5% of 
the participating members’ annual 
commission earnings and matching 
deposits by the company, accumulated 
at 3%, to be applied toward the pur- 
chase of annuities at the normal re- 
tirement age. It goes into effect next 
Jan. 1. He pointed out that “the plan 
offers the faithful agent real security 

(CONTINUED ON PAGE 15) 


NATIONAL UNDERWRITE 


The National Weekly Newspaper of Life Insurance 


Final SS Version 
No Less Obnoxious 
to NALU Leaders 


NEW YORK—As an encroachment 
on the life insurance business, the final 
version of the social security bill is 
just as bad as the bill originally passed 
by the Senate. The changes agreed up- 
on in the conference committee neither 
removed nor lessened any of the ob- 
jectionable features, according to Car- 
lyle M. Dunaway, counsel of National 
Assn. of Life Underwriters, who was 
asked by THE NATIONAL UNDERWRITER 
to comment on the bill in its final 
form. 

The worst features of the bill, said 
Mr. Dunaway, are the increase in the 
tax base from $3,600 to $4,200 and 
the increase in the benefit formula. 
These provide a double increase for 
the highly paid workers and edge over 
into the field of life insurance and 
other private savings plans—far from 
the original floor of subsistence con- 
cept of social security. 

Almost as serious, though less obvi- 
ous, in Mr. Dunaway’s opinion, is the 
disability freeze. It is not too objec- 
tionable in the form in which it was 
enacted, but it is only a short step to 
cash sickness benefits. So the disability 
freeze can be regarded as the entering 
wedge. 

The original version of the social se- 
curity bill introduced in the House 
was bad enough but the House-passed 
version raised the family benefit maxi- 
mum from $190 a month in the orig- 
inal bill to $200. Under the old law 
the maximum family benefit was 
$168.75. 

In addition, the Senate raised the 
amount that can be earned in covered 
employment from $1,000 a year to 
$1,200 without jeopardizing social se- 
curity income. For each $80 over $1,- 
200 that is earned in covered employ- 
ment there is a loss of one month’s ben- 
efits. That is, a person earning $2,160 
in covered employment would forfeit 
all benefits. The age at which the 


work clause ceases to operate was cut 
(CONTINUED ON PAGE 15) 











Late News Bulletins Near, 








Mrs. Mary Northen Heads American National 


Mrs. Mary Moody Northen, eldest daughter of the late W. L. Moody, Jr., has 
been elected president of American National of Galveston and Commonwealth 
Life & Accident of St. Louis, succeeding her father. She was also elected presi- 
dent or chairman of other Moody enterprises. In the last 12 years Mrs. Northen 
has become increasingly active in the direction of the many Moody corporations. 


Dorfman Citations to Mich. Authorities 


WASHINGTON—Following adoption of a resolution by the House of Repre- 
sentatives citing for contempt of Congress Allen Dorfman, head of the Union 
Insurance Agency of Chicago, and his father, Paul, president of the Chicago 
Waste Handlers AFL union, the citations were sent to the U.S. attorney for 
Michigan, where the alleged contempt took place at an investigation into labor 
union welfare fund racketering. The Dorfmans refused to answer a long list 
of questions on the ground that their income tax returns were being investi- 
gated and that answering might be prejudicial to their interest. Under the 
law, the U.S. attorney for Michigan is required to present the charges to the 
grand jury, which will have discretion whether to indict the Dorfmans or not. 

(Additional Late News on Page 16) 
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Sees ‘Revolutionary 
Significance’ in 
Farm Bureau Plan 


Head of N. Y. City Agents 
Invites Company’s President 
to Speak on Mutual Fund plan 


NEW YORK—Had Farm Bureau 
Life’s mutual fund selling program 
been undertaken 
by one of the top 
10 life companies, 
‘its impact on the 
insurance industry 
would have been 
more shattering, 
yet the signifi- 
cance of Farm Bu- 
reau in entering 
the variable dollar 
annuity field and 
in licensing its 
agents to sell both 
life insurance and 
securities is revolutionary and should 
not be minimized, particularly when 
taken in conjunction with the trend to- 
ward group insuring of unaffiliated 
mutual funds by some of the leading 
group companies that are giants of the 
industry.” 

That was the view expressed by 
Harry K. Gutmann, Mutual of New 
York, president of the New York City 
Life Underwriters Assn., when asked 
by THE NATIONAL UNDERWRITER to 
comment on the statement of Presi- 
dent Murray D. Lincoln of Farm Bu- 
reau which was summarized in last 
week’s issue. 


Mr. Gutmann, who last week re- 
ceived an unanimous vote of confi- 
dence from his board of directors in 
connection with his statements and 
actions regarding the group insuring of 
mutual fund installment purchase 
programs, said he had telegraphed an 
invitation to Mr. Lincoln inviting him 
to present the Farm Bureau case at 
an early fall educational meeting of 
the New York City association. 

“We do not say that the group com- 
panies are wrong or that Mr. Lincoln 
is on the wrong track,” Mr. Gutmann 
told THE NATIONAL UNDERWRITER. “The 
Farm Bureau action and statement are 
forthright and we appreciate them as 
such. If we are in the midst of change, 
then this change should be interpreted 
for the vast body of agents who have 
labored sincerely, tirelessly, ingenious- 
ly and successfully to sell the legal 
reserve, fixed-dollar tradition to the 
most heavily insured nation in the 
world. 

“We feel that the specifics of Mr. 
Lincoln’s statements are more properly 
answered by our home office econo- 
mists and by the companies them- 
selves. This is in harmony with our 
previously expressed attitude and con- 
sistent with the intent of the question- 
naire we addressed to the presidents 
of the companies. We continue to feel 
that the time has come for the spokes- 
men of our industry to declare them- 

(CONTINUED ON PAGE 12) 
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Claims Experts on A&H Panel Put Finger 
on Sales Talk as Reason for Most Trouble 


The four men who composed a panel 
on the role of the claim department in 
A&H insurance at the 1954 individual 
A&H seminar of Bureau of A&H Un- 
derwriters at New York City unani- 
mously agreed that 75% of potentially 
avoidable problems originated in the 
time between the agent’s opening sen- 
tence and the signing of the applica- 
tion. 

Douglas N. Morrison, Aetna Life, was 


discussion leader, and participants were 
George F. Monks, New York Life; 
Gilbert F. Erickson, Travelers; Godfrey 
M. Day, Connecticut General Life, and 
Kenneth C. Berry, Lumbermens Mutual 
Casualty. 

Mr. Monks’ take-off point was that 
deficiencies in claim administration 
cannot be erased by charging insured 
with a_ responsibility for complete 
knowledge and understanding of the 





One of a Series of 
Messages on New Ways 
Midland Mutual Life Helps 


Field Men Increase 
Their Sale's 


originated and 
introduced by 
Midland Mutual 
Life Insurance 


Econo-Check 
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SAVINGS 


FOR YOU... 


Installment Premiums at 2'/2% Savings 
over regular monthly rate 


A “closer” that really clicks! Enables the client to have his insurance on 
the popular monthly installment-purchase plan . . . and at the same time 
at a 214% savings. That’s what the Econo-Check Plan offers—a simple 
procedure that authorizes Midland Mutual Life to draw monthly checks 
against the client’s account in his own local bank. More convenient! 
Prevents premium lapses! All at a discount, from the savings in paper 
work! Another example of the unique “tools” Midland Mutual Life pro- 
vides their field men for making insurance selling easier. 


If you reside in one of the following 
States in which we do business and 
would like a ‘look’ at this new way 
of “getting action” and other points 
of our “field-building’”’ methods, we'll 
be glad to hear from you. 


Ohio, Pennsylvania, New Jersey, West Vir- 
ginia, Kentucky, Indiana, Michigan, Illi- 
nois, California, fowa, North Carolina. 

There’s no obligatiun and your inquiry 


will be confidential. Write Russell S. 
Moore, Manager of Agencies! 


Watch for: early appearance 
of other messages on how 


Midland: Mutual Life 
helps their field men 





The MIDLAND MUTUAL Life Insurance Company 


250 E. Broad Street 


Columbus 16, Ohio 


contracts. Prompt payment, by which 
policyholders measure the success of 
the companies, lies in the avoidance, 
where possible, of situations likely to 
lead to the rendering of a surprise ad- 
verse decision in a claim. 

Claims personnel are called on to 
try to overcome every error, whether 
it be due to insured’s misconception or 
to an improper sales talk, he said. If 
the policyholder hasn’t received what 
he had a right to expect there is 
trouble. Too many insured have well- 
founded objections, unfortunately, and 
the situations causing these must be 
eliminated. 

Claims men should not entertain fear 
that certain claims will be denied as 
long as they know the results were not 
due to their failure. Sales forces must 
recognize their obligations, must realize 
that the business cannot afford side- 
walk hawkers or carnival spielers. 
There must be proper field selection, 
right appreciation of the moral hazard, 
and systematic training of field per- 
sonnel. 

The agent should consider that his 
prospect has some preconceived notion 
of what is being sold. Advertisements 
of any one company can cause prob- 
lems to the agents of another company. 
They can be misleading, even if they 
completely and adequately list the 
provisions of the specific contract they 
are describing, since the coverage of- 
fered by another company may be en- 
tirely different in character. The public 
still is not sufficiently aware of these 
variations. 


It is not enough that the agent know 
that no single policy is a panacea nor 
that each can only offer that which its 
premium charge can support. The pros- 
pect must be made aware of this and 
be as fully familiar with the limitations 
as with the benefits of the offered con- 
tract. The agent should not avoid dis- 
cussing limitations and exceptions as 
though they were deep, dark, top-secret 
weapons solely inserted for the future 
use of claim men in a surprise attack, 
Mr. Monks said. Insured should know 
that restrictions to a certain type of 
risk and ruling out of certain conditions 
enables the company to offer broad 
benefits for a price within the reach 
of the average person. 

The agent who fears his product is 
not quite good enough to close a sale 
has been either improperly trained or 
is an undesirable representative. Mr. 
Monks urged agency management to be 
on the lookout for these situations and 
to overcome them. The able agent 
should be so familiar with his com- 
pany’s requirements and_ standards 
that they will guide him in questioning 
the prospect and he will realize that 
it would be unfair and dangerous to 
limit the information on the applica- 
tion to that which was voluntarily of- 
fered. 

Vital information is likely to be 
omitted either through a lack of knowl- 
edge on the part of the applicant as to 
its importance or deliberately with an 
intent to deceive. The agent should 
examine the information or there will 
be future problems, but he should not 
allow either himself or the applicant 


August 27, 195 
to make an evaluation since this ;, 
trespassing on the underwriter, 
grounds. 





A good agent should be able to take 
advantage of added exclusions, rider, 


and waivers in selling a plan contain.) P&S 


ing these clauses, and should be abjg 
to explain to the client why his polj, 
cannot cover injuries or sickness exist 
ing at the time of application. 

Claims forms are undergoing exam 
ination at all levels of the business 
well as by the medical profession an 
hospitals, Mr. Erickson said. Com. 


plaints about existing forms are, broad.| i 
ly, these: They are too long and com.) 


plex; there are too many different) 
forms; the same question on different | 
forms is worded in different ways. 
often the questions are an imposition 
on the doctor’s time and frequently on 
his integrity, and the form makes an 
insurance investigator out of the doc. 
tor. 

As to the last objection, Mr. Erickson 
said some doctors and hospitals have 
devised their own forms and are re. 





fusing to complete others. Some are 
charging either insured or company 
a fee for completing their forms. 
These developments, he said, have 
prompted a move by the business to 
develop uniform claim forms accept. 
able to the medical profession and hos- 
pitals. Those under consideration at- 
tempt to eliminate the basis for exist. 





ing complaints, but “if and when a 
final uniform claim form is adopted 
by the industry, such a form would 
undoubtedly. give many companies less 
than they are now asking and would 
give to some companies more than they 
are now requesting.” 


If the steps to collect a legitimate 
claim are simplified public relations 
is improved, he said. If requirements 
are complicated and enlarged, rela- 
tions with the public are impaired. 
Claim departments, therefore, should 
devise means of paying legitimate 
claims with a minimum of require- 
ments and take larger business risks. 
He explained he did not mean pay- 
ment of claims without adequate facts, 
but merely the taking of reasonable 
chances in reducing requirements for | 
payment within the framework of the 
policy. And the extent to which a risk 
can be taken is dependent on the train- 
ing, experience and an enlightened ap- 
proach of claim personnel. 

The claim department can take a 
reasonable risk and accept notice in 
any form from insured, his doctor or 
a member of his family even if it does 
not meet the stated requirement. If, 
in the mind of an experienced claim 
man, a delayed notice represents preju- 
dice to the company, notice language 
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in the policy can be relied on. In cases 
where delayed notices indicate fraud 
or where they close the avenues of in- 
vestigation, the claim department 
should not take the risk. If a claim is 
otherwise honest and legitimate it does 
not appear that the company has been 
prejudiced by delay in submission of 
proof. 

There is no unusual risk in accepting 
a doctor’s letter in place of a formal 
physician’s statement, he went on, but 
there is no reason why the company 

(CONTINUED ON PAGE 16) 
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Results for First Six Months Given 


Beneficial Life 





London Life of Canada 





Union Labor Life 





In Force 
Inc. 


New Life 
Ins. Bus. 
1953 1954 


$ $ 
25,758,504 29,007,398 12,218,131 16,001,358 
196,433,969 181,857,937 132,137,476 153,311, 
15,465,831* 55,434,160 27,596,556 85,041, 


New Life 


In Force 
. Bus. Inc. 


1953 


*In addition, revivals and increases amounted to $99,113,194. 
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Urges Analysis of Evidence as Substitute 
or Seven-Year Presumption-of-Death Statute 


The rule of law which presumes a 
on to be alive for seven years after 


"I he has disappeared and then presumes 


he is dead after that time should be 
sbolished, according to Paul M. Roca, 

er in the law firm of Lewis, Roca, 
scoville & Beauchamp of Phoenix. He 
advocated the banishment of the rule, 
which is substantiated in most states 
py statute, in his talk on mysterious 
disappearances and life insurance be- 
fore the insurance section of American 
Bar Assn. meeting held recently in Chi- 

0 


The seven-year rule should be re- 
placed with an analysis of the actual 
evidence bearing on whether the miss- 
ing person is dead or alive, Mr. Roca 
gid. He stressed the use of character 
evidence in determining whether or 
not a vanished person was the type 
who might disappear. Prosperous men 
of good character and habits, with af- 
fection for their families seldom dis- 
appear, he argued. 

He termed “ridiculous” the present 
practice in which courts establish one 
date to determine whether a missing 
person is dead and a second and much 
earlier date to determine when he 
died. Admitting that life policies have 
usually lapsed before the seven-year 
priod has expired, Mr. Roca pointed 
ot that juries will usually establish 
the death date at a time before the 
policy lapsed, especially in hardship 
cases. 

Amnesia rarely can be the attribut- 
ing factor in mysterious disappear- 
ances, he points out, for psychologists 
have found that true amnesia rarely, if 
ever, lasts as long as seven years. 

With these points in mind, Mr. Roca 
reommended the enactment on a na- 
timwide scale the uniform missing 
persons act which was passed 15 years 
ago, was adopted in three states, and 
since then has lain dormant. The act, 
he pointed out, is fair to both the in- 
surer and to families of missing per- 
sons. 

The act, in force in Tennessee, 
Maryland and Wisconsin, eliminates a 
presumption of death from seven or 
any other number of years, leaving 











John M. Pfeil, Equitable Society, 
Pittsburgh, wearing a sweater that 
denotes his achievements, receives a 
tstimonial from Group Vice-president 
Merle A. Gulick, naming him the first 
agent in the nation to pass the billion 
mark in group production. In his 31 
years with the company he has pro- 
duced $1,411,979,00. The presentation 
Was made at a luncheon in New York 
marking the 20th anniversary of the 
‘mpany’s Group Millionaires Club. 

J. Chandler, Wauwatosa, Wis., 
was installed as president of the club, 
Succeeding C. M. Zaenglein, Shreve- 
bort. The ceremonies were part of 
(quitable’s 95th anniversary confer- 


the issue to be tried by the court or 
jury in the light of specific facts, in- 
cluding the actual perils the person 
may have or probably did endure after 
disappearance. It invalidates insurance 
policy provisions in conflict with this 
approach. It also establishes a re- 
ceivership in the nature of an equity 
receivership to conserve the property 
of missing persons. It provides that at 
any time the court can make a final 
order that the absentee is dead and put 
his property into probate, and it estab- 
lishes a system for the distribution of 
property, including the proceeds of 
insurance policies. 

When the law was enacted, it was 
recommended by National Conference 
on Uniform State Laws, because, 
the conference stated at the time it 
sponsored the act, “it is unthinkable-- 
the situation is intolerable--where in 
case of an absentee, with absence un- 
explained, continuous, unheard of 
leaving a family to be supported, debts 
to be paid and collected, life insurance 
to be paid, business to be carried on, 
etc., that there be no law for the ascer- 
tainment of rights and the distribution 
of property.” 


Coronet Article Tells 
Facts of Major Medical 


Appearing in the September issue 
of Coronet magazine, which was re- 
leased Aug. 24, there is a highly fa- 
vorable article on major medical— 
“The Newest Kind of Medical Insur- 
ance”—by Peter Wyden. In contrast to 
some A&H articles which have ap- 
peared from time to time in various 
magazines and newspapers, the story 





clearly indicates that the author had 
made sure of his facts before under- 
taking the project. 

In addition to a clear explanation 
of what the policy is, what it covers, 
and does not cover, Mr. Wyden has 
included several case histories which 
dramatically point up the value of 
catastrophe cover. 

Also, prominently boxed and in- 
cluded with the story, giving it addi- 
tional emphasis, is a statement by Dr. 
Edward F. McCormick, president of 
American Medical Assn., pointing out 
that the medical profession believes 
financing medical care is primarily an 
individual responsibility and volun- 
ary insurance coverage against ca- 
tastrophic costs of illness is a realistic 
approach to this problem. “Its devel- 
opment on an experimental basis and 
its acceptance by the public is indeed 
gratifying.” ; 





Occidental Names Quinn in 


La., Telfer at Montreal 


Harold K. Quinn has been named 
Occidental of California general agent 
at Shreveport. Mr. Quinn for four 
years was an agent with Aetna Life. 

At Montreal, Frank E. Telfer, as- 
sistant regional group manager, has 
been advanced to regional group man- 
ager. He joined Occidental in 1951 as 
a group representative. 





Magnuson Heads A&H Committee 


E. H. Magnuson, assistant vice- 
president of Federal Life & Casualty, 
has been appointed chairman of the 
educational committee of International 
Assn. of A&H Underwriters. He suc- 
ceeds Louis Halley, assistant vice- 
president of Security L.&A. of Denver, 
who recently finished a revision of the 
association’s disability insurance sales 
course. Mr. Magnuson has taught at 
the Michigan State college’s regular 
DISC schools since their inception in 
1952. 


M.D.—LL.D. 
-AND C.L.U.! 





Unlike doctors and lawyers, life insurance underwriters don’t 
have to go to graduate school, before practicing their profes- 


sion... 


But what a difference a C.L.U. key means to a life under- 
writer and his career! It stamps him an expert in his field—a 
graduate of our industry’s finest and most demanding school, 
the College of Life Underwriters, 


This month, Commonwealth proudly salutes not only its own 
C.L.U. men, but all Chartered Life Underwriters everywhere. 


INSURANCE IN FORCE—August 1, $745,557,065 


COMMONWEALTH 
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LOUISVILLE, KY. 





Happy Worker High 
Producer, LLIAMA 
Job Survey Shows 


Humanitarian instincts are good 
business instincts, a survey made by 
LIAMA on job attitudes and perform- 
ance indicates. 

Continuing its study of agent morale 
and its impact on efficient operation, 
LIAMA sent questionnaires to the 
present organization in one combina- 
tion company and to men hired after 
the study was started, which it calls 
new organization. 

It was found that 83% of the present 
organization who thought their income 
was more than enough to fill needs 
survived through the study period, but 
only 67% survived of those who 
thought their income was not enough. 
In the new organization, 100% sur- 
vived of those who thought their in- 
come was enough, but only 62% of 
those who thought it inadequate. It 
was also found that agents who are 
the sole provider of a high income in 
their families are less likely to termin- 
ate than when the high income is pro- 
vided by them and other members of 
the family. 

The agents were asked the number of 
weeks they were accompanied during 
their introduction to their debits and 
whether or not they thought it was 
sufficient time. The answers showed 
that those men who were satisfied with 
the shorter length of introduction to 
their jobs, less than three weeks, were 
more likely to keep their jobs than 
those who wanted more time. 

In both groups, agents who indicated 
they thought getting prospects’ names 
was pleasant work were more likely to 
survive than those who were neutral or 
thought it unpleasant. However, there 
was little difference in production re- 
gardless of attitude toward this part of 
the work for men in the present or- 
ganization. 

In the present organization a rela- 
tionship was shown between the atti- 
tude toward night work and ordinary 
production. The men who enjoyed night 
work were better ordinary producers 
than those who found night work dis- 
agreeable. But in neither group was 
there a strong relationship between 
the attitude toward night work and 
survival. 

Agents who had a favorable attitude 
toward collecting the debit were found 
more likely to survive than those who 
did not, especially among new men. 

In both groups agents who found it 
unpleasant to call repeatedly at the 
same house were found more likely to 
terminate. But in the present organiza- 
tion there was a tendency for those 
who found weekly calls unpleasant to 
be better producers of ordinary and 
have a higher weekly premium in- 
crease. But those who found the weekly 
calls pleasant had a lower lapse rate 
and were less likely to terminate. 


The present organization also showed 
there is a definite relationship between 
survival and the attitude toward bal- 
ancing the debit accounts. Those who 
found the work unpleasant were found 
to be poorer producers. 

The men who indicated they believed 
selling life insurance was an ideal job 
for them were found less likely to 
terminate than those who did not think 
so. 

In analyzing the attitudes toward 
supervision, it was found that agents 
who said they knew what their man- 

(CONTINUED ON PAGE 16) 
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N.Y. Life Promotes 
12in Group, Agency, 
Actuary Department 


New York Life has promoted George 
J. Marsh, director of agency research 
since 1951, and Emery F. Peabody, ex- 
ecutive assistant since 1952, to assist- 
ant vice-presidents in the agency de- 
partment. Daniel Barry has been made 
an assistant actuary in the actuarial 
department. 

Other agency department promo- 
tions are Robert P. Stieglitz to execu- 
tive assistant, Charles E. Ferree, Jr., 
to director of sales promotion. Philip 
H. Lawton to director of management 
training, Mrs. Amelia E. Reichert to 
agency secretary and John Poinier to 
manager of brokerage sales. 

In the group department Fred H. 
Holsten and B. Russell Thomas were 
appointed associate group actuaries 
and Joseph W. Moran was made a 
group underwriter and associate group 
actuary. William A. Havorson was 
made an assistant group actuary. 

Mr. Marsh joined the company at 
San Francisco in 1931, and also served 


at Spokane as manager and divisional 
educational supervisor at San Fran- 
cisco. He went to the home office in 
1946 as a director of sales methods re- 
search and in 1948 was made director 
of field training. 

Mr. Peabody was with the company 
at Seattle and Pittsburgh before going 
to the home office as educational su- 
pervisor. In 1946 he was appointed 
agency assistant. 

Mr. Barry went with New York Life 
in 1939 and has been closely associated 
with the application of electronic ma- 
chines to actuarial department opera- 
tions. 

Mr. Stieglitz joined the company in 
1931 at Champaign, IIl., and served as 
manager at Poughkeepsie, Philadel- 
phia and Columbus. He was placed in 
charge of the college recuiting program 
in 1951. Mr. Ferree, formerly with 
Travelers in the public information 
and advertising department, joined 
New York Life in 1952 as an adminis- 
tration assistant. 

Mr. Lawton went with the company 
in 1952 from Insurance R. & R. after 
being an agent for Aetna Life. 

Mrs. Reichert, who joined New York 
Life in 1927, has been an agency as- 
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A LEADER ooo for 


BANKERS OF NEBRASKA 


In May of this year, W. L. Mosgrove celebrated his 54th 
consecutive year as a producing agent with Bankers Life 
of Nebraska. No doubt one of this country’s real veteran 
life underwriters in years of service, his life-long record 
proves that underwriting is a lifetime career. He still 
belongs te the Company’s top production club, attended 
the 1954 Convention as a qualifier, and is one of Bankers 
of Nebraska’s leading producers. Bankers Life of Nebraska 
is proud of our association with such a man for over half 
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sistant and secretary of the agency 
committee since 1952. 

Mr. Poinier, formerly regional su- 
perintendent of agencies and general 
agent at New York for Mutual Bene- 
fit Life, joined New York Life in 1952 
as an administrative assistant. 





Purdue Institute Lists Plans 
for Disability Sales Course 


The curriculum and some of the in- 
structors have been given for the 
Purdue institute of insurance market- 
ing disability sales course, to be staged 
the week of Sept. 13 at the university. 

Among instructors from outside the 
marketing school staff are Spafford 
Orwig, Indianapolis agent; Charles 
Ray, manager of the A & H department 
of Indianapolis Life; Carl Lane, field 
supervisor General American; William 
Highfield, staff editor, R & R, and 
Robert Osler, vice-president, Rough 
Notes Co., Indianapolis. 

The course will open with a discus- 
sion of basic needs for A & H, fol- 
lowed by a four-hour session on types 
of coverage and policy provisions and 
an informal discussion that evening. 

On Tuesday there will be discus- 
sions of home office and field under- 
writing, prospecting and approach, and 
the presentation. Topics for Wednesday 
are objections, selling business A & H, 
mass selling, and claims, and Thurs- 
day; programming, tying in life insur- 
ance, the pivot from A & H to life, 
self-management and time _ control, 
closing, visual aids and ethics. 

One innovation will be the use of a 
successful field man, Mr. Orwig, to 
discuss claims. Past schools have con- 
centrated on claims from the home 
office angle. 





Mutual Benefit Appoints 


Holl Associate Counsel 


Andrew G. Holl, formerly assistant 
counsel, has been appointed associate 
counsel of Mutual Benefit Life. He 
went with the company in 1948 from 
Lawyers Title Guaranty of New Jer- 
sey, where he had been executive vice- 
president and title officer. He is a di- 
rector of Lawyers Clinton Title Ins. Co. 
and National Commercial Title & 
Mortgage & Guaranty, both of New 
Jersey. 
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QUALIFIERS FOR NINE YEARS OR LESS 
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D. R. Johnson 
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A. R. Meyer 

Francis H. Davis Outo 
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TEN YEAR QUALIFIERS 


List Speakers for 
LAA Convention 
in Cincinnati 


Mrs. Mary Hindermann, wife g 
Richard L. Hindermann, director of 
public relations for 
Pan - erican 
Life, will speak on 
“A Tip of the Bon. 
net to LAA” at the 
annual meeting of 
Life Advertisers 
Assn., Sept. 27-99 
at Cincinnati, to 
tie in with the 
convention theme, 
“LAA Men Wear 
Many Hats.” 

Other speakers 
are James Ratliff 

Mary Hiadermann of the Cincinnati 

Enquirer; A. f, 
Cawthorn-Page, manager of Canadian 
publications division of Metropolitan 
Life, and Wendell Hanselman, vice. 
president, Union Central Life. 





Mrs. Hindermann recently was nam. | 
ed one of the 10 most beautiful wom. | 


en in New Orleans by Collier’s maga- 
zine. 


Occidental, Cal., Changes 


Maurice H. Farrant, Harold Crandall 
and Frank J. Onstine have been elected 
assistant actuaries of Occidental Life 
of California. 

Mr. Farrant, currently manager of 
the company’s new pension depart- 
ment, is a fellow of Society of Actuar- 
ies and associate of Institute of Actuar- 
ies of Great Britain. He joined Occi- 
dental in 1948, beginning in 1950 
served three years as actuary with 
Marsh & McLennan in Seattle, and then 
rejoined Occidental. 

Mr. Crandall, with the company 
since 1949, is mathematician and su- 
pervisor of actuarial research. With 
Occidental since 1947, Mr. Onstine is 
statistician and supervisor of statistical 
and valuation sections of the actuarial 
department. 





e Occidental Life of California has 
been admitted to Massachusetts. The 
company now operates in 44 states, the 
District of Columbia, Canada, Hawaii 
and the Philippines. 
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5663 STATE FARM AGENTS MOVE AHEAD 
IN COMPANY-WIDE TRAINING PLAN 


Set new attendance record for “Basic,” “Intermediate” Career Schools 


More than 5,663 State Farm agents are par- 
ticipating in various phases of the Company’s 
long-range training program—a new high in at- 
tendance. State Farm, recognizing that ‘‘school 
is never out” for the alert field underwriter, 
provides a training program made up of definite 
and clearly defined steps. 


“‘Multiple-line”’ 
course lays groundwork 


Phase one begins with “State Farm Agent’s 
Service’ —an individual 6-month course cover- 





Se ee 


se 


Typical “Intermediate”’ 


Career School at Allerton Park, Monticello, Illinois, is one of 35 State Farm career training 


ing life, fire, and casualty and automobile in- 
surance principles. It includes field projects, 
study work, and actual sales experience to ac- 
quaint new agents with the multiple-line insur- 
ance products they will handle and to lay a 
solid foundation for more advanced schooling. 


Career Schools 
carry agents forward 


Agents progress through three levels of training 
designed to broaden their knowledge and de- 
velop their skills. A 9-week “basic” course con- 


courses conducted in the state this year. Agents in attendance are: front; William Kinsall, E. N. Nelson, E. G. Wilson, John Schuerr, 
William Owens, Gene Henderson. Second row: Al Norvilas, Ralph Dodson, Gene Rush, John Kessler, Tom Martin. Back: Don 


Davidson, Norris Wells, Paul U. Todd, A. E. Tellkamp. 








sists of classroom work, clinics, workshops, 
demonstrations, and field work. A 22-week “‘in- 
termediate” course centered on life insurance 
programing consists of more classroom and field 
training at a higher level. The 14-week “ad- 
vanced” course develops a background of infor- 
mation for business insurance, estate analysis, 
and other technical aspects of the field under- 
writer’s profession. 


Financial aid 
“scholarships” available 


Substantial financial support is available for 
agents who undertake LUTC or CLU studies. 
At present 408 men are enrolled—45 in CLU 
courses and 363 in LUTC courses. 

Agents who show special aptitude and promise 
may receive, completely at company expense, a 
full year’s course in Life Insurance Marketing at 
Purdue or Southern Methodist University. 





71 office personnel 
pass L. 0. M. A.1. exams 


A new high in participation in Life Office Man- 
agement Association Institute courses was 
achieved by State Farm Life Insurance Com- 
pany office employees. Examinations were re- 
cently completed by staff members in every 
State Farm Life Head Office. 

Subjects covered included the certificate 
course, the associate course, and specialized ad- 
vanced courses leading to Fellow designation. 


SHOHSSSSSSSSSSSSSSSsSeesseseseeeseeeeeseeeeeeeseeee 


This is one of ayseries of reports published at 
regular intervals. For further information on any sub- 
jectmentioned herein, write: Director of Public Relations. 
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Bankers Security Has 
Supplemental A&S 


for Insured Groups 

Bankers Security Life of New York 
now is offering group supplemental 
or extended accident and sickness in- 
surance, to be sold to members of those 
organizations that already have group 
A&S insurance. The most common 
form of Bankers Security cover sup- 
plements a 2-year non-confining sick- 
ness and a 5-year accident policy by 
extending the term of coverage to 10 
years for both A&S. 

Monthly indemnities to the amount 
of $400 is available to men to age 50 
at $48 annually; between ages 51 and 
55 at $60 annually, and between 56 and 
60 at $72 annually. Rates for men for 
$300 to age 50 are $36 annually; be- 
tween 51 and 55, $45 annually, and be- 
tween 56 and 60, $54 annually. 

Available to women up to age 50 and 
to men up to age 59 is a $200 monthly 
indemnity policy selling at $24 annual- 
ly to age 50, $30 annually between 51 
and 55 and $36 annually between 56 
and 60. For $100 indemnity available 
to all members up to 59 the annual 
premium to age 50 is $12 a year; be- 


tween 51 and 55, $15 a year, and be- 
tween 56 and 60, $18 a year. 

The company will renew the policy 
until insured becomes 61. The policy 
will not be renewed when insured vol- 
untarily ceases to be actively engaged 
in the duties of his profession or occu- 
pation or if insured ceases to be a 
member of the organization that has 
the basic group contract. The insurer 
also reserves the right to decline re- 
newal to all members of an insured 
firm by giving at least 60 days written 
notice before renewal date. A short 
application form must be completed 
by persons in a group who seek the 
extended insurance. 

George J. Harrison, eastern super- 
intendent of agencies of Bankers Se- 
curity, is the home office executive in 
charge of developing this group ex- 
tended A&S program. He received his 
training with Metropolitan Life and is 
a CLU. Leonard Zimmerman, Pough- 
keepsie, N. Y. attorney, is manager of 
the association group department. 





e@ Phoenix Mutual Life has taken a 
$1,500,000 first mortgage on a major 
shopping center to cost approximately 
$3 million and to be located in Clay- 
ton, a St. Louis suburb. 












NEW POLICY 
WITH A 





PREFERRED Whole Life Participating is the 





... we'll write this new preferred contract sub- 
standard — down to Table L! 


That's Occidental’s latest addition to its agents’ 
sales kits — our good news for today. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


Broader market? Yes, indeed. Occidental will 
permit the conversion of Term to the new Pre- 
ferred Whole Life plan and... 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 


name of another attractive policy made avail- 
able to Occidental representatives this month. 
What's “preferred” about this new policy? 


With a $10,000 minimum issue, it uses the 
same rate, value and dividend structure as 
Occidental’s former Preferred Risk Ordinary 
Life Par — but regular selection standards and 
no preferred risk underwriting. Thus the essen- 
tial advantages of a former Occidental favorite 
contract with a brilliant history of delivered low 
net cost are extended to a broader market. 
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Washington National 
Stages Sales Clinic for 
Group Field Men 


Group field representatives of Wash- 
ington National met at Chicago for 
their annual sales clinic. The clinic 
provided a means for discussion of 
group innovations and an exchange of 
selling ideas among the 65 attend- 
ing. 

Home office executives on the pro- 
gram included G. R. Kendall, chair- 
man of the executive committee; R. 
J. Wetterlund, chairman; Paul W. 
Watt, president; Theo. Heckel, group 
vice-president; C. H. Kendall, industri- 
al vice-president;, and Kenneth Mul- 
lins, general agencies vice-president. 
Mr. Watt, a former field man himself, 
related some of his own experiences 
in group selling and spoke on favor- 
able long range group sales possibil- 
ities. 





Pacific National to Stage 


1956 Convention in Hawaii 


Pacific National Life will hold its 
1955 agency convention at the Del- 
Coronado in San Diego and its 1956 
convention in the Hawaiian Islands. 

The company’s mid-Pacific agency 
in Hawaii, top production unit, will 
be the resident host in 1956. It is 
thought the convention will be the 
first staged in the islands by a main- 
land company. Qualifications for the 
Hawaii meet will be much higher. Be- 
sides a larger volume of paid-for busi- 
ness, premium income and high per- 
sistency will be required. 

All 1954 production in excess of 
that necessary for attendance at the 
San Diego meeting will be credited to 
producers for the higher production 
requirements of the Hawaii conven- 
tion. 





Ludwig Named to Agency 
Dept. Post by U. S. Life 


United States 
Life has appointed 
Kenneth J. Lud- 
wig as_ assistant 
superintendent of 
agencies in the 
eastern division. 
He has been a bro- 
kerage _ specialist 
with Connecticut 
General Life in 
New York City 
and before that 
was with the 
White & Winston 
agency of U. S. 
Life in New York 
City as brokerage supervisor. He serv- 
iced the association group plan of 
A&H insurance of the Greater New 
York Insurance Brokers Assn. He is a 
naval veteran. 





K. J. Ludwig 






GLOBE Lire INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 








For Particulars Write Home Oh ita 
159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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Boston Ordinary Sales 
Increase 12% for July; 
Most Cities Show Drop 


Boston showed the greatest increase 


in ordinary life sales for July and for } agen 


the first seven months of this year with 
respective gains of 7% and 11%, 
Cleveland with 2% was the only other 
city to register an increase. Other gj. 
ties showed the following July per. 
centage decreases: Chicago 2, Philo. 
delphia 2, Los Angeles 4, New York 
City 5, Detroit 9 and St. Louis 12, 

Percentage increases for these cities 
for the first seven months were ft. 
Louis 6, Chicago 5, Los Angeles 4 
Cleveland 2, Philadelphia 1, and De. 
troit O. New York City’s sales declined 
2%. 





Hold A&H Day in Fort Worth 

Aug. 13 was proclaimed A. & , 
association day at Forth Worth, and 
the chamber of commerce and safety 
council cooperated in promoting the 
occasion. J. E. Gavin, executive man. 
ager of Shield Life, was in charge, A 
page of advertising appeared contain. 
ing the names of members of the lo- 
cal association and a statement that 
the association has the approval of the 
insurance committee of the Tarrant 
County Medical Assn. 


If You Are Good 
Why Play 


"Second 
Fiddle?’ 


If you are a good producer, 
we have an unusual DIRECT 
CONTRACT which automat- 
ically puts you in “first chair” 
with a “virtuoso’s share” of 
the premiums. 








We have an exceptionally fine port- 
folio of standard and special Life 
policies, plus accident, sickness, 
surgical benefit and hospitalization 
coverages 


DIRECT AGENCY openings in: 
Maryland, Ohio, Indiana, 
Iowa, Kentucky, Missouri, 
» Mississippi and 
Arkansas. 


WRITE TO: 
J. DeWitt Mills 
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Supt. of Agents 


Mutual Savings Life 


5701 Waterman St. Lovis 12, Me. 
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LIAMA has released the results of 
study of campus training based on 








iy pee vgents taking the Southern Methodist 
S year with yiversity course. This is a follow-up 
and 11%. to the association’s study of graduates 
only oles , the Purdue course, which showed 
. Other gj. | they experienced a considerable in- 
July per. | crease in production after the course 
9 Phila. qhile those in a matched sample of 
New York gents who had not attended the insti- 
uis 12. tute panes — increase during the 
ss iod studied. 
ot — of the most significant conclu- 
Angeles 4 jons of the SMU study was that agents 
, and De. yith low pre-school production and 
2§ declined | sents with less than six months’ ex- 
perience derive greater benefit from 
the courses than agents with higher 
pre-school - production and those with 
orth hetween six and 14 months’ experi- 
ce. 
fea H. i it was shown that agents who 
and an completed both basic and senior cour- 
noting the ses experienced a significant increase 
tive man. | in average size policy following the 
charge. A | basic course. 
d contain- The SMU study was limited to 
of the lo. agents who completed the basic or 
ment that | psic and senior courses and who en- 
ie tered the basic between Jan. 31, 1949, 







































and May 26, 1952. Like the Purdue 
sudy, it does not make any compari- 
son of campus-trained men with grad- 
uates of any other course. An individ- 
ual company, LIAMA says might find 
equal or greater improvement after 
its own training program. 


Aims of the SMU study were these: 
To determine whether increases in 
production similar to those reported 
in the Purdue study are found for 
agents who complete the entire train- 
ing course at SMU, and if so, whether 
the poorer producers with shorter 
lengths of pre-school experience again 
appear to profit most. 

Also, to examine differences in per- 
formances of men who complete part 
of the course and those who complete 
the entire course. The Purdue study 
included only those agents who had 
completed the entire series of three 
courses there. However, further ex- 


of the Purdue agents during the time 
they were in the field while enrolled 
at Purdue indicated that the Purdue 
graduates who survived had as large 
amonthly production immediately fol- 
lowing completion of the basic course 
as at any later time. Accordingly, in 
the SMU study, performance of agents 
who completed only the basic course 
and of those who complete both basic 
and senior were examined. 

A third aim was to study the effect 
of attendance at the institute on the 


Policy sold before and after taking the 
basic and senior courses was examined. 


those agents who, prior to attending 
the basic course, were full-time agents 
spending less than 25% of their time 
in management or supervision; who 
had had at least three but less than 14 
Months’ experience as full-time agents, 
and had had no prior life insurance 
Selling experience with another com- 
Pahy. 
A total of 128 agents, representing 
companies (both LIAMA members 
and non-member companies) in the 
. were examined. They included 
agents who began the basic course 
at any time during a period of more 
three years while their perform- 
ace was studied, to April 30, 1953. 
fore, there was variation in the 








gth of time from enrollment in the 


amination of the monthly production ‘ tf 


size of policy sold. The average-size /# 


Covered in the SMU study were only /'! 


JAMA Study of SMU Graduates Shows 
Poorer, Less Experienced Men Benefit Most 


basic course to the cut-off date. 

Unlike the study at Purdue, at SMU 
the experience of the entire group who 
completed the basic course was con- 
sidered. 

Of the 128 agents who completed the 
basic course, 55% survived the entire 
period studied (on the average, 26 
months after entering basic) and the 
average monthly production of sur- 
vivors improved from $15,800 prior to 
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entering SMU to $17,900 for the entire 
period following entrance. 

Of the 128 who completed basic, 
only 43% (55) also completed the sen- 
ior course. In this group 73% survived 
and their average monthly production 
rose from $14,300 to $18,700 following 
SMU. The performance of the full 
graduates, therefore, was shown to be 
superior to that of the entire group. 

Does the improvement in production 
accrue immediately following basic? 
LIAMA said findings here were not 
conclusive. As in the Purdue study the 
average monthly production between 
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basic and senior for survivors who at- 
tended both was as high as produc- 
tion after completing the senior course. 
In the SMU case the production fig- 
ures were: Before basic, $14,300, and 
after basic and after senior, $20,000. 
The improvement appeared immedi- 
ately following basic. 

On the other hand, for survivors 
who attended only basic there is no 
improvement over pre-school produc- 
tion in the average following basic. 

However, in dividing the agents who 
attended only basic into three groups 

(CONTINUED ON PAGE 12) 
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Conservatism-Enough But Not Too Much 


The increasingly strenuous competi- 
tion between insured and uninsured 
pension plans has unfortunately given 
new currency to an outworn fallacy. 
This is the theory that life companies 
are so ultra-conservative that they 
have completely eliminated the risk 
element from their operations and 
shudder at the thought of anything 
that is less than a 100% sure thing. 
This concept ties in neatly with the 
uninsured-pension proponent’s argu- 
ment that he has pitched his estimates 
correctly and the insurance company’s 
higher figure is just due to traditional 
over-caution. This view, of course, 
overlooks the fact that the insurer has 
guarantees to live up to and there are 
no guarantees at all attached to the 
uninsured plan. 

Unluckily, this maligning of insurers 
as hesitant old fuddy-duddies has quite 
a spontaneous appeal for many busi- 
ness men. These men are accustomed 
to taking calculated risks and getting 
away with them, for the most part. To 
such an executive, the behavior of 
even a fairly venturesome life com- 
pany is likely to seem timid as a rab- 
bit’s. Yet even the traditional life 
company conservatism has by no 
means been a cast-iron guarantee 
against losses. 

What the typical business man fails 
to understand is that what would be 
ultra-cautious, suicidally timid con- 
duct for some kinds of business en- 
terprises would be suicidally foolhardy 
for the life insurance business. The 
pilot of an outboard can get away with 
a lot of things that the pilot of the 
Queen Elizabeth would be out of his 
head to attempt. 

Because of its sacred obligations to 
policyholders and beneficiaries and 
because it is dealing in long range 
commitments, it is vitally important 
that conservatism be exercised by life 
companies. Despite long experience 
and skilled actuaries, despite mortality 
tables and selection techniques, de- 
spite facilities for free interchange of 
information with other companies in 
the business, uncalculated factors can 
throw actuarial study and knowledge 
out of gear. These things have hap- 
pened in the past and they will doubt- 
less continue to happen. The only safe 
course is to do what is being done: 
make a sensible allowance for possible 
inadequacy of forecasting and not be 
stampeded by anything that competi- 
tors may be doing. 
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With today’s increasingly keen com- 
petition, as evidenced by company af- 
ter company bringing out new or im- 
proved policies, it was never more er- 
roneous to accuse life companies of 
reactionary conservatism, of the sure- 
thing type of complacency. There has 
been no evidence of abandoning safety 
margins but there is no disposition to 
coast along in the same old way. 

Despite their conservatism, life com- 
panies have really never been guilty of 
competitive apathy. In fact, a look 
back over the last 30 years or so shows 
a good many companies had to pay out 
considerably more than they’d figured 
on. “Jumbo risk” underwriting in the 
1920s, particularly, proved costly. So 
did income disability on the old inade- 
quate rates prevailing in the late 1920s 
and early 1930s; losses got up above 
$60 million a year at the peak. Individ- 
ual annuities, because of lowered in- 
terest and mortality rates, squeezed 
the companies even worse than dis- 
ability. Non-cancellable A&H written 
on too liberal a basis and at too-low 
rates caused plenty of financial head- 
aches. 

In this light of this type of experi- 
ence, one might ask where the life 
insurance business would be today if 
it had been anything but “conserva- 
tive’? The first obligation of a life 
company is to be strong. When the 
competitive pressure is heavy, there 
comes the temptation to let expediency 
color one’s thinking. There was some 
yielding to that at times in the past, 
notably in the competition for income 
disability business. Company execu- 
tives felt the competition was being 
carried to excessive lengths but the 
agency department pressure was 
strong—“if our company doesn’t take 
this case somebody else will.” 

In spite of the losses that too-liberal 
underwriting brought about, it seems 
clear that most of the trouble was due 
to failure to heed the experts rather 
than faulty data on which to chart 
the course. The companies that said, 
“this is as far as we’re going to let 
the bars down—we don’t care what the 
competition does,” got along with little 
or no losses. That is the kind of en- 
lightened conservatism that seems thus 
far to be prevailing even in the hottest 
competition. As in a nuclear fission 
laboratory, safety depends on a degree 
of care and precision that would seem 
silly in any other type of endeavor. 
But carelessness with either radioac- 


CHICAGO EDITORIAL OFFICE: 

175 W. Jackson Bivd., Chicago 4, Ill. 

Associate Editors: John C. Burridge, Charles 
C. Clarke and William H. Faltysek. 

Assistant Editor: Edmund J. Brophy 


tive materials or long-range life in- 
surance commitments invites trouble 
so surely that nobody should be asham- 
ed of being tagged as “conservative” 
for handling them with care. 


DEATHS 


MRS. WALTER G. HARBOLD, wife 
of Occidental Life of California’s Santa 
Rosa, Cal., general agent, Walter G. 
Harbold, died in Rochester, Minn., fol- 
lowing a long illness. She had at- 
tended many Occidental conventions 
with her husband. 


EDWARD J. BURKLEY, 70, former 
St. Louis manager for Phoenix Mutual 
Life, died of a heart disease at St. 
John’s hospital there. He retired in 
1942 for reasons of health after serv- 
ing as manager for 24 years. A son, 
David L. Burkley, is with the Phoenix 
Mutual St. Louis agency. 











JULES J. MAITRE, 71, who retired 
in 1936 as manager for Metropolitan 
Life at New Orleans, died there after a 
long illness. Before going to New Or- 
leans he was for 16 years manager at 
Lafayette, La. 


RAYMOND R. KALBRUNNER, 64, 
who had been with Hopkinson Bur- 
ridge Pearse Co. local agency at Cleve- 
land since 1910, died after a long ill- 
ness. 








Home Names Two Assistant 


Underwriting Secretaries 


NEW YORK—Home Life of New 
York has advanced George S. Haush- 
alter and Daniel G. Stewart from un- 
derwriting supervisors to assistant un- 
derwriting secretaries. 

Mr. Haushalter, who has been in 
home office underwriting work since 
1934, joined Home Life in 1951 as an 
underwriting supervisor. He is a fellow 
of Life Office Management Assn. Mr. 
Stewart, an associate of Society of Ac- 
tuaries, has been with Home Life since 
1951. He was a navy pilot in the sec- 
ond world war and before that was 
in business for several years. 





Six LNL Agencies Meet 


Six Lincoln National Life Illinois 
agencies were represented at a recent 
week-end outing at Browns Lake, 
Wis., the 35 persons present being 
winners in contests held in their agen- 
cies. On from the home office were 
Cecil F. Cross, vice-president and 
director of agencies; W. C. Brudi, 
manager of agencies, and C. J. Cover, 
assistant general counsel. The agencies 
were A. D. Crow, W. J. Dowd, F. G. 
Lotito and Freeman J. Wood of Chi- 
cago; E. R. Small of Peoria, and D. C. 
Field & Associates of Springfield. 

Present also for a Saturday morning 
session were several members of the 
H. M. Holmes agency, Milwaukee, and 
the J. P. Whiffen agency, Madison. 
Talks were made by Mr. Small, Mr. 
Cover, and Mr. Brudi. 
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MOSS RETIRES 


Equitable Society 
Names 4 Managers 


Herman Moss has retired as head of 
Equitable Society’s Cleveland agency 
but will continue as an independent 
general agent. 

Equitable has divided the Clevelang 
territory between two new agencies 
and has appointed Henry J. Dymond, 
Jr., of Dearborn, Mich., and Richard J, 
Smith of Chicago to head them. The 
company also named J. B. Conway, 
manager at Little Rock, as manager at 
Birmingham to succed D. D. Edmunds, 
whose promotion to field vice-president 
in charge of the south central depart. 
ment was reported in last week’s issue, 
and has appointed William T. Burns of 
Killen, Ala., to succeed Mr. Conway, 

Mr. Moss ‘joined Equitable at Cleve. 
land in 1898 and became general agent 
in 1905. He is a past president of the 
Cleveland Life Underwriters Assn, 





and organized the first life insurance / 


course at Western Reserve university, 

Mr. Dymond, a veteran of the second 
war, joined Equitable in 1947 and has 
been assistant manager of the Lund- 
gren agency at Detroit since 1948. Mr, 
Smith, also a veteran, joined Equitable 
in 1946 and nine months later became 
assistant manager in the Woody agency 
at Chicago. 

Mr. Conway joined Equitable at 
Memphis in 1939, returning in 1946 
after army service. He has been Little 
Rock manager since 1951. Mr. Burns 
joined Equitable at Florence, Ala., in 
1946, becoming manager there in 1948, 








Convention Dates 





Sept. 13-15, International Claim Assn., annual, 
Wentworth-By-The-Sea, Portsmouth, N. H. 
Sept. 13-15. Bureau of A&H Underwriters, 

—” Broadmoor hotel, Colorado Springs, 
olo. 
Sept. 20-24, National Assn. of Life Underwrit- 
ers, annual, Boston. 
Sept. 27-29, Life Advertisers Assn., Sheraton- 
Gibson hotel, Cincinnati. 

Sept. 27-29, Life Office Management i 
annual, Shoreham hotel, Washington, D. 
Sept. 27-30, National Fraternal Congress, an- 

nual, Haddon Hall, Atlantic City. 

Sept. 29-30, Michigan Life Agency Manage- 
ment Conference, Michigan State College. 
Oct. 5-8, ALC annual, Edgewater Beach hotel, 

Chicago. 
Oct. 13-15, Assn. of bife Insurance Medical 
Directors, annual, Royal York hotel, Toronto. 


bs ae. spaane. Atlantic alumni conference, 

ye, N. 

Oct. 20-22, ae of Actuaries, Hotel Statler, 
Boston. 

Oct. 21-23, Mid-West Management Conference, 
French Lick Springs hotel, French Lick, Ind. 

Oct. 28, Northern California agency building 
conference, Berkeley. 

Nov. 8-12, LIAMA, annual, Edgewater Beach 
hotel, Chicago. 

Nov. 15-16, H & A Underwriters Conference, 
underwriters forum, Hotel Roosevelt, New 
Orleans. 

Nov. 17-19, Institute of Home Office Under- 
writers, ‘annual, Roosevelt hotel, New Or- 
leans. 

Nov. 29-Dec. 3, National Assn. of Insurance 
Commissioners, midwinter, Hotel Commo 
dore, New York City. 

Dec. 7-8, Life Insurance Assn., annual, Wal- 
dorf-Astoria hotel, New York City. 

Dec. 9, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 


ee 





Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
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ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred B. Cadis, 
Southwestern Manager. 


DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. are 1-2344. A. J. Edwards, Resident 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Blidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA NEBR.—610 Keeline Bildg., Tel. 
Atlantic st. Clarence W. Hammel, Resident 


Manager. 
PA.—123 S. Broad Street, 
Room 1127, Tel. Fenaypacker 5-3706. B. H 


Fredrikson, Resident Manag: 
P BURGH 22, PA.303 pColumbte, me 


_ Court 1-2494. Bernerd J. Gold, 
lanager. 
—Flatiron Bldg., 544 
CAT sien Big 


SAN CISCO 4 
Market St., Tel. Exbrook 2-3054. F. 
Pacific Coast Manager. 
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Great-West Names Long 
sole Manager at Dallas; 
Childre to Great Southwest 


d Childre, co-manager for Great- 

west Life at Dallas, leaves Sept. 1 to 
ome chairman of Great Southwest 
Life, leaving Newman E. Long as sole 


er. 
erage sales, formerly handled 
py Mr. Childre, will be under the di- 
rection of Layden L. Stroud, Jr., with 
Yiss Irmalu Dulin handling brokerage 
wderwriting and administration. 
Mr. Childre and Mr. Long were 
ymed managers in 1951. 
Mr. Stroud entered insurance after 
yvy duty. He joined the agency in 
92 and has been a brokerage de- 

ent assistant. Miss Dulin has 
yen with Mr. Childre in brokerage 
york since 1947. 


janks to Head Old Line 
Agency in Central Wis. 
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life at New York 
City for 23 years, 
recently 
sistant manager. ’ 


Knight agency, 
Mr. Banks acquir- 
ed a broad back- 
ground in agency j 
office management, personnel train- 
ing, agent recruiting and training, de- 
veloping and installing pension plans, 
estate planning, tax and business in- 
surance. He is a CLU. 





| James D. Banks has been appointed 


gneral agent for Old Line Life for the 
fox River Valley 
area of Wisconsin, 
with headquarters 
at Appleton. 

Mr. Banks has 
en with the C. 
8. Knight agency 
i Union Central 


as aS- 


While with the 





James D. Banks 


Mr. Banks will be guest of honor at 


an agency meeting, staff luncheon, and 
cocktail party Tuesday at the Union 
Central New York City Agency. 





Kermott to Nat'l Guardian 
as St. Paul General Agent 


National Guardian Life has appoint- 


ed Fred Kermott general agent for a 


new agency. at 
“? 212 Pioneer build- 
| ing, St. Paul, Minn. 
He has been su- 
perintendent of 
agencies for Min- 
nesota Mutual 
Life. 

Mr. Kermott 
started in insur- 
ance in 1938 with 
the Crary general 
insurance agency 
at Hudson, Wis. 
He left there for 
army service dur- 
ing the war after 


Fred Kermott 


which he attended the Purdue Uni- 
versity course. He later served as as- 
sistant director of the Southern Meth- 
odist University Institute. 


In 1948 Mr. Kermott joined Liberty 


Life as agency supervisor, subsequent- 


becoming manager at Tampa, Fila. 


ret with Minnesota Mutual in 





| Way Cleared for Hearing 
on United's A&H Ads in Cal. 


The California district court of ap- 


peals at Los Angeles has sustained the 
the appeal of Commissioner Maloney 


om an injunction granted United of 


Chicago by superior court in San Fran- 
cisco which prevented the department 


om proceeding with a hearing in the 


Case in which the company is ac- 


ig. 54 vara of misrepresentation in its ad- 





g matter. 
€ case against United was started 


in 1952, the commissioner alleging the 
company advertisements did not por- 
tray the real terms of its A & H pol- 
icies. 





Promote Herman at Cleveland 


August R. Herman has been named 
agency sales manager in greater Cleve- 
land and Cuyahoga county by Mutual 
of Omaha and United of Omaha. He 
will be in charge of agent activities 
and new business production in A&H 
and life. Mr. Herman entered insur- 
ance with Mutual of Omaha in Cleve- 
land in 1936, later was a general 
agent and then rejoined the group. 


Test Case on Military 
Fraternal Pends in D. C. 


A brief has been filed in U. S. court 
of appeals in a case which will de- 
termine whether or not Navy Mutual 
Aid has outgrown its fraternal status 
and should lose its exemption from 
District of Columbia insurance laws. 
The case is regarded as a test which 
may determine the fate of a number 
of beneficial organizations in the area. 

The District of Columbia contends 
that the organization competes with 
life companies, collects premiums and 
sells certificates carrying $7,500 bene- 


fits, although its membership is limited 
to military officers. Failure of insur- 
ance superintendents over the past 50 
years to apply the insurance laws to 
the organization does not constitute ad- 
ministrative interpretation of the law, 
the brief states. 


Metropolitan Exhibiting at NSC 


Among the insurance companies hav- 
ing displays at the National Safety 
Congress and Exposition of National 
Safety Council, to be held in Chicago 
Oct. 18-22, will be Metropolitan Life, 
a practice of the company for several 
years. 











SAVING MONEY? 


By way of illustrating a point, let us say that a particular com- 
pany is old, established, cooperative, progressive, up-to-date, 
service giving, well equipped and strong financially. It may be 
all of these things, but what it has to offer remains unknown to 
agents and brokers if it does not advertise in the trade press. A 
company does not acquire agents and premium volume simply 
because it is meritorius. 


Some such companies believe they are “saving money” by not 
advertising, for instance, in The National Underwriter. But 
money not budgeted for trade paper advertising is not necessarily 
saved; it is just not spent. It could be demonstrated, and rather 
easily, that a company that stays out of the advertising columns 
of the leading trade papers is losing rather than saving money 
when it follows such a course. 

The unadvertised company finds it slow, difficult and time 
consuming to appoint new agents. It takes too long to identify 
and establish the company. More prospects and more calls and 
more follow-ups are required. The one who does the appointing 
becomes discouraged. He finds that he is meeting too many ob- 
stacles, getting too many cool, indifferent receptions, being asked 
too often, ‘“What is the name of your company, again?” 


No one should pretend that this is not a costly way to operate. 
It means that the job is being done the hard, slow, expensive way. 
It means a waste of time and money that advertising in the lead- 
ing trade papers would at the very least help to avoid. 
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¢ OSLICO 
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It’s a very real cloak of protection in the 
for both you and your policyholders! states 
Lifetime compensation, death, dis- f 
ability and retirement benefits for o 
you. For your policyholders, an un- Maryland 
usually wide range of adult and and 
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ACTUARIES 








CALIFORNIA 


IND. & NEB. A 








COATES, HERFURTH & 


ENGLAND 
Consulting Actuaries 
San Francisco Denver Los Angeles 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 














GA. VA.-N.Y. 








BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 


Atlanta ¢ Richmond ¢« New York 











ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 














Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


parey S. Tressel, M.A.1.A. W. P. Kell 
M. Wolfman, F.S.A. A. Selwoo 
M. A. Moscovitch, A.S.A. M. Kazak 

O. Sneed L. Miler 











MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 


























NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 




















OKLAHOMA 


W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, ORLA. 


























PENNSYLVANIA 











CHASE CONOVER & CO. 
Consulting Actuaries 
and Certified Public Accountants 
Telephone FRanklin 2-3868 
138 S. La Salle St. Chicago 3, Il. 














FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE i 
E. P. Higgins 
THE BOURSE PHILADELPHIA 

















List 5 More Speakers for 
Neb. Institute Program 


Five speakers have been added to 
the program of the biennial insurance 
institute to be staged at the Univer- 
‘Sity of Nebraska Oct. 8-9 under the 
direction of Co-chairmen E. J. Faulk- 
ner of Woodmen Accident & Life and 
Dean S. Fullbrook of the college of 
business administration. The speakers 
and their subjects are: 

A. L. Kirkpatrick, manager of the 
insurance department of the U. S. 
Chamber of Commerce, “Developments 
in Social Security”; Jarvis Farley, sec- 
retary and actuary of Massachusetts 
Indemnity, “A Mid-Century Philoso- 
phy of Health Insurance; Dr. J. 
Brooke Willis, consulting economist 
of Chase National Bank of New York, 
“Money Management Problems—Pros- 
pects for the Interest Pattern”; E. C. 
Edmonds, vice-president of Ohio Na- 
tional Life, ‘“New Horizons in Invest- 
ment Opportunity,” and Carl Jacobs 
president of Hardware Mutuals and a 
vice-president of the U. S. Chamber of 
Commerce, will be banquet speaker. 





Schuckle Joins Atlantic 


Life, Carper Advanced 


Atlantic Life has appointed W. Gra- 
dy Carper general agent at Princeton, 
W. Va., and Charles W. Schuckle as- 
sociate manager at Baltimore. 

Mr. Carper began his career with 
Metropolitan Life in the personal pro- 
duction department and later became 
assistant manager. He joined Atlantic 
Life in 1946 as part-time agent and 


cena as = ‘ rarer 
> 
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Charles Schuckle 





W. Grady Carper 


was also territorial manager of Com- 
bined of America. For the past two 
years he has managed the Mercer gen- 
eral agency of Atlantic Life at Prince- 
ton. 

Mr. Schuckle entered insurance in 
1925 as an agent of Equitable Society 
and later became assistant to the man- 
ager and manager of the Allentown, 
Pa., Equitable agency. With Atlantic 
he will be agency manager and recruit 
and train new agents. 


A&H Agents Board to Meet 


The International Assn. of A & H 
Underwriters board will meet Sept. 
25-26 in Chicago, starting with a 
luncheon Saturday. A number of com- 
mittee chairmen have been invited, 
with attendance expected to be about 
25. 

A board member, Oakley Baskin, 
Mutual Benefit Life, Buffalo, was in 
charge of a luncheon meeting, held at 
Albany to organize a new local there. 

Mr. Baskin also was moderator of 
a training school for local association 








——= 


officers, a project recently initiated 
the International, staged at Niagara 
Falls, Ont. Officers and directors of 
the Ontario and Western New York 
associations participated, and repre. 
sentatives of the Toronto association 
were guests. 


CLU Mail Study Courses 
Scheduled Again At SMU 


Southern Methodist University cLy 
correspondence courses are being of. 
fered again this year. Sponsored by the 
Dallas insurance industry and the unj. 
versity’s school of business administra. 
tion, all four parts—A, B, C. D—are 
being offered. Regardless of company 
affiliation or college background, in. 
surance men who wish to study in an 
organized fashion and under superyij. 
sion but who cannot attend organizeq 
study groups, may avail themselves of 
this correspondence service. 

Further information may be ob- 
tained from Frank A. Young, chair. 
man, department of insurance, SMy 
school of business administration, Dal- 
las, Tex. 





Make Department Changes 


At Republic National 


Frank A. Jeffett, since 1952 special 
field representative for Fidelity & De. 
posit in Arkansas, has joined Republic 
National Life as special reinsurance 





Frank A. Jeffett R. P. Brady 


representative. Mr. Jeffett started in 
insurance with Aetna Life in Arkan- 
sas. He is a World War II air corps 
veteran. 

Robert P. Brady has been promoted 
to secretary and actuary of the rein- 
surance division, and Frank A. Bruns- 
wick, supervisor of new business, has 
been named office supervisor of the 
division. Before joining Republic Na- 
tional, Mr. Brady was with Haight, 
Davis & Haight, consulting actuaries, 
for seven years. 





Preston of Schiff, Terhune 
Resigns; Healy Appointed 


Robert W. Preston, manager since 
1942 of the life, A&H and group de- 
partment of Schiff, Terhune & Co, 
New York City brokers, has resigned. 
The firm has appointed Edward C. 
Healy manager of the life department. 

Mr. Preston, in the business for 25 
years, started at Detroit with Canada 
Life and in 1933 was transferred to 
New York as branch secretary. He 
joined Prudential there in 1938 and in 
1939 went with Schiff, Terhune. Mr. 
Healy went with Connecticut Mutual 
Life in 1932, and after discharge from 
the navy, joined Home Life as bro- 
kerage supervisor. In 1948 he was 
named by Schiff, Terhune as assistant 
manager of the life department. 
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RENEWAL CONTRACTS 


ified 


tax prob 





may be simp 






- 
oe 


U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
Co! 


Sfarted 


LIFE AGENTS 
P. GENERAL AGENTS 
AND BROKERS 





and savings 





UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Fi isc 


di invited. 





4, Calif : 
” 








premium | 
“Club of 
ing banqu 
man, 
Maurice / 
jst vice- 
Schwab, 
ident. 


Union ¢ 


Annap¢ 
Union ¢ 
the Galle 


w0Oo 








bohn T. ON 


of Vermo 
dent of 1 
been dist 
for a ye 
1948 with 


Blake, | 
Chang 
James 
sistant sv 
Occidenti 
hamed n 
gene H. ¢ 
1949, nov 

ager. 

Mr. Bi; 
with Sta 
and beca: 
City in 1 

Mr. C: 
ance wit! 
Kansas ( 
as Kanss 
years lat 


gers Ass! 


New Nh 


Alman 
Club, ne 
N.C, h 
Derial 
¥. D. ¢ 
vice-pres 
tetary-tr 


Bankers 

July 
lowa tot 
counting 
Tease, © 
honths | 





Nore th; 


. ERETIO 
un JU 


t 27, 1954 
—=—_—=: 
nitiated 

it Niagae 
rectors of 
New York 
nd repre. 
2SSOCiation 


ses 
MU 
rsity CLy 
being of. 
red by the 
d the unj. 
Iministrg. 
D—are 
company 
‘ound, in. 
udy in an 
* Superyj- 
organized 
Nselves of 


be Ob- 
1g, chair. 
ice, SMU 
tion, Dal- 


Inges 


52 special 
ity & De. 
Republic 
insurance 





Brady 


carted in 
| Arkan- 
uir corps 


yromoted 


Haight, 


Your 





August. 27, 1954 


LIFE INSURANCE EDITION 


ll 








indianapolis Life Holds 
Col. Rally for Leaders 


Details of Indianapolis Life’s entry 
into A&H will be presented to members 
of the company’s Counselors Club, 
nvening this week at Estes Park, 
col, for their annual meeting. The 
AgH discussion is scheduled for Fri- 
day, with Charles E. Ray, manager of 
AGH in charge. 

c, E. Childs, Minnesota Mutual, 
spoke on “Selling in Todays’ Market” 
it the business session Wednesday, 
nd Indianapolis Life executives dis- 
assed trends in the company and the 
industry. 

Fifty-six field men qualified for 
he convention by meeting volume and 
yemium requirements, 

‘Club officers, installed at the open- 
ing banquet Monday, are: Nate Kauf- 
man, Shelbyville, Ind., president; 
Yaurice A. Kennedy, Noblesville, Ind., 
jst vice-president, and Julian W. 








Schwab, Indianapolis, 2nd vice-pres- 
ident. 
Union C&L Makes Rochester, 


Annapolis Appointments 


Union Casualty & Life has appointed 
the Gallery agency and the Arundel 





frees seen 
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Charles J. Carroll 





John T. Nothangle 


agency as its general agents at Roches- 
ter, N. Y., and Annapolis, respectively. 
John T. Nothangle heads the Gallery 
agency. He has previously been with 
Mutual Benefit Life and National Life 
of Vermont. Charles J. Carroll is presi- 
dent of the Arundel agency. He has 
been district manager for Union C&L 
fora year. He entered insurance in 
1948 with New York Life. 


Blake, Cameron in K. C. 


Changes for Occidental 


James P. Blake, for four years as- 
sistant superintendent of agencies for 
Occidental Life of California, has been 
named manager at Kansas City. Eu- 
gene H. Cameron, manager there since 
1949, now will serve as brokerage man- 
ager. 

Mr. Blake entered insurance in 1930 
with State Mutual Life at St. Louis 
and became general agent in Oklahoma 
City in 1942 for Lincoln National. 

Mr. Cameron started in life insur- 
ance with Equitable Society in 1929 at 
Kansas City. He went with Occidental 
as Kansas City manager in 1940, two 
years later went to Chicago as home 
office supervisor and returned to Kan- 
sas City in 1945. He is president of 
Kansas City General Agents & Mana- 
gers Assn. 


New Managers Club Elects 


Almanac County Life Managers 
Club, newly-organized at Burlington, 
N.C., has elected W. C. Surratt, Im- 
Perial Life, Burlington, president; 
W. D. Orlander and C. O. Bridges, 
Wee-presidents, and Bob Boyd, sec- 
y-treasurer. 


bonkers, lowa, Gains 35% 

July business of Bankers Life of 
lowa totaled $42,966,895, ordinary ac- 
‘unting for $17,649,345, a 15% in- 
Tease. Volume for the first seven 
Ronths amounted to $153,167,219, up 











More than 35% over the same 1953 


. TOW, 


Personal A&H Up 16% 
Bureau Survey Shows 


A survey conducted by Bureau of 
A&H Underwriters covering all com- 
panies indicates a 16% increase in per- 
sonal A&H coverages at the end of 
1953, with a total premium payment of 
about a billion dollars. Figures for 
group A&H were given earlier. 

Surgical coverage made the biggest 
gain in personal A&H, with 20,877,834 
persons covered, an advance of almost 


two million over the 1952 peak. A 
record 23,892,844 persons had hospital 
care, and 5,775,806, general medical 
coverage, and 8,575,065 were covered 
by other forms of personal A&H. 

Private companies lead the nation 
in combined personal and group vol- 
untary health protection with 57,402,- 
844 persons covered for hospital ex- 
penses; 54,853,834, surgical; 9,390,806, 
medical, and 1,211,924, major medical. 

The survey indicates a 500% growth 
in A&H in the last 10 years. 


Zalinski to Address 
NALU-LUTC Lunch 


Edmund L. G. Zalinski, vice-presi- 
dent of New York Life and president 
of Life Underwriter Training Council, 
will be the featured speaker at the an- 
nual National Assn. of Life Underwrit- 
ers-LUTC luncheon Sept. 23 at Bos- 
ton during the annual NALU conven- 
tion. His topic will be “Critics Don’t 
Write Plays”. 












rCaSONS 


why 


you should become a 


¢. L. U. 


] The C.L.U.’s income actually increases while he is 
preparing for exams! 


The typical C.L.U. earns a higher income after 
attaining his designation! 


3 He enjoys higher prestige among his associates and clients! 


He benefits from valuable associations with other successful 
life insurance people at the local C.L.U. chapter meetings . . . 
and from the informative material he regularly receives from 
the American College of Life Underwriters. 
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Maura O- New Yor« 


“FIRST IN AMERICA’ 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
BROADWAY AT SStH STREET, NEW YORK 19, N. Y. 


WEATHER STAR FORECAST 
ATOP OUR HOME OFFICE 


Greet. oo ccccccccess Fair 
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Revolutionary Significance 


Seen in Farm Bureau Plan 
(CONTINUED FROM PAGE 1) 
selves on this imnportant issue and 
substantial departure from our normal 
concepts and practices. Our associa- 
tion has thus far had an approximately 
50% response to its questionnaire. 
When all the replies have been re- 
ceived a further statement will be is- 

sued to the industry.” 

Mr. Gutmann said his association 
wished to make it clear that it takes 
no position in opposition to any peri- 
odic investment plan per se. 

“It has no quarrel with mutual fund 
investment plans,” he said. “For the 
adequately insured investor these 


plans provide a much-needed medium separate entities in the group-insured Robert Jones Advanced to 


of diversified investment in various 
types of securities. Such diversifica- 
tion, a prime safety factor, has tradi- 
tionally been the hallmark of the life 
insurance investment. Make no mis- 
take about it, periodic investment 
plans are, and may well continue to 
be, a substantial competitor for the 
life insurance agent. But no well-in- 
formed life insurance man will shy 
away from worthy competition. On 
the contrary we have always welcom- 
ed it and overcome it.” 

In the widely publicized statement 
he made when he was installed as 
president of the New York association 
earlier this year, Mr. Gutmann took 
exception only to the combining of two 


Note to Jefferson Standard Agents 


C.L.U. Classes Are Starti 
— 







ng Now. Enroll Today 


Over $144 
Billion Dollars Life 


Insurance in Force. 


Says “My Company for 17 years has led all major life 


insurance companies in net rate 


of interest earned on invested 


assets—4.34% in 1953. This favorable earnings rate enables 


the Company to pay 4% intere 


st on dividend accumulations 


and policy proceeds left with the Company. This means that 
I can offer my clients extra benefits through 49%—ANOTHER 


JEFFERSON STANDARD PiVS.” 


JEFFERSON 
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Life Insurance Company 


GREENSBORO, NO 
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Greater Benefits for your clients... 


ILLINOIS MUTUAL’S New Major Medical Expense Plan 


Protects Your Clients against Catastrop 


Now there is an Illinois Mutual plan to fit the specific needs of each of 


your clients! 


In addition to many other sales producing poli 
Mutual's newest policy covers catastrophic medical costs, 


extra money where ond when your clients need it 
ALL medical expenses in full after the first $500 


ductable expense up to $5,000 — $7,500 or $10,000 with limitations only 
on the amount of daily hospital room and ambulance costs and provides 


for rental rather than purchase of mechanical aids. 


Add this policy to your list of plans and make 
portfolio a kit full of sales. 


Territories open in Illinois, Indiana, 
Minnesota, Missouri and Wisconsin. 


Illinois Mutual Casualty 


(non-assessable) 


Ohio, 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 


E. A. McCord, President, C. C. Inman, Executive Vice 
The best in ident, sick and hospital 





Michigan, 


insurance since 1910. 
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cies available, Illinois 
providing the 
most. The policy covers 
— $750 or $1000 de- 


your 
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mutual fund installment purchase 
plans. He criticised the mutual fund 
people and the group companies in- 
suring them for packaging the insur- 
ance and investment elements under 
the guise of a debtor-creditor relation- 
ship that comes into being only at 
death. 

Along with National Assn. of Life 
Underwriters, Mr. Gutmann ques- 
tioned the legality of what he termed 
the “tenuous” debtor-creditor relation- 
ship upon which the tie-in was based. 
He expressed the opinion that the 
“sreat, tested life companies” were 
thereby surrendering their own faith 
in the guarantees of fixed-dollar legal 
reserves. 

“It may be,” he said at that time, 
“that the companies and we under- 
writers may have to revolutionize our 
attitudes toward and relationship to 
the insured investment plan. Three al- 
ternatives seem to confront us: (1) 
the companies should desist from join- 
ing forces with these investment sav- 
ings plans (which create a virtual en- 
dowment) and thereby competing with 
their own agents; or (2) they may ex- 
pect their agents to take the position 
that if it’s good enough for the com- 
panies to sell it’s also good enough for 
them to carry in their portfolios as a 
sideline; or (3) the companies should 
carry their position to its logical con- 
clusion and themselves offer a ‘varia- 
ble life or endowment policy’ as well 
as the ‘variable annuity’ for sale.” 

In commenting this week on Mr. 
Lincoln’s letter, Mr. Gutmann said that 
“it seems to us that the Farm Bu- 
reau’s recently announced package is 
a combination of these three alterna- 
tives.” 

“It hasn’t joined forces with a mu- 
tual fund, it has bought one,” he point- 
ed out. “Their own agents will now 
sell securities, too. Their plan offers 
a ‘fixed-dollar’ individual life policy 
and a separate ‘variable-dollar’ retire- 
ment plan. This is a radical step taken 
by a substantial company.” 





Less Experienced Men Get 
Most From SMU Courses 


(CONTINUED FROM PAGE 7) 
according to pre-school performance, 
it was found that survivors of the un- 
der $10,000 and the $10-15,000 pre- 
school production groups experienced 
an improvement but that production 
of the $15,000-and-over pre-school 
group dropped substantially, from 
$24,000 to $20,800 for the group over- 
all and from $27,000 to $19,500 for 
whose who took basic only. A slight 
increase, from $21,100 to $22,000, was 
seen for these higher-bracket produc- 
ers who took both the basic and sen- 
ior courses. 

The conclusion would appear, LIA- 
MA says, that attendance at basic, 
whether or not the agent subsequent- 
ly attends senior, improves the pro- 
duction of all groups of survivors with 
the exception of the group with pro- 
duction above $15,000 per month in 
the pre-school period. 

Despite the fact that only 37% of 
agents with a low early production 
survived the period studied, it is pos- 
sible that this represents a very sub- 
stantial improvement in their perform- 
ance. Their production showed the 
greatest improvement over their own 
pre-school record, going up from $6,- 
900 to $14,500 for all, from $7,500 to 
$16,600 for those who completed both 
courses, and from $6,100 to $11,500 for 
those who only completed basic. 

In comparing agents who had less 
than six months’ pre-school experience 
before enrolling at SMU with those 





Sterling Advertising Head 


Robert J. Jones recently was named 
advertising director of Sterling Ing 
Co. of Chicago as 
a step in the com. 
pany’s expansion 
program, in which 
the advertising 
sales promotion 
and lead contro] 
departments wij 
be consolidated 
under one super. 
visory head. 

Mr. Jones will 
supervise all aq. 
advertising anq 
sales campaign 
planning and an 
extensive direct 





Robert Jones 


mail program. 

Dancer-Fitzgerald-Sample, Inc., aq. 
vertising agency has been selected to 
handle the creation and placement of 
promotional material. 








who had more, it was found that sur. 


vivors of the first group profited More 
that both groups experienced an ov. 
er-all improvement, that in each group 
those who took the basic and senior 
courses also improved, but that those 
in each group that only took the basic 
course experienced a decline in pro- 
duction, from $17,800 to $17,300 for 


the less-than-six-months’ group and/ 


from $17,800 to $16,300 for the six- 
my ge group. 

Nncrease in the average-size polj 
tended to be associated with inten 
in production. The 37 survivors who 
completed both courses and for whom 
data on number of policies were avail- 
able showed an increase in average- 
size policy from the pre-basic to the 
post-basic period of from $4,370 to 
$4,990. The period from post-basic to 
post-senior is not significant statisti- 
cally. 

LIAMA emphasized that an ade- 
quate evaluation of the effect of train- 
ing on average-size policy cannot be 
effected without a control group which 
would take into account the changes 
in policy size which occur simply as 
a result of increased selling experi- 
ence. 
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Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Dallas, Texos 








World's Only Recorder of its Kind 


WALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


fecords noiselessly in or out of closed 
briefcase, containing hidden mike while 
walking, riding, flying. Conferences, lectures, 
dictation, 2-way phone. Permanent, unalter- 
able, indexed recording at only 3c per hr. 
MILES REPRODUCER CO., Ine. 

832 Broadway, N.Y. 3, N.Y: 
Dept. NUL 


@ AUTOMATIC 
RECORDING 

@ PICKS UP WITHIN 
60 FT. RADIUS 

© VOICE ACTIVATED 
SELF START STOP 

©NO WIRES OR PLUGS 


UNDETECTED 
uptodhrs 




















MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 


To insurance Companies 
Established 1945 
P.O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 
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Taylor Agency V-P 
of United Benefit 


Robert J. Taylor, for eight years 
h United Benefit Life in supervis- 

and training 
capacities, has 
peen advanced to 
vice-president in 


wit 


As educational 


com pa ny, Mr. 
Taylor directed 
the training of 
salesmen. Most 
recently he was 
assistant vice- 
president. He is an 
army veteran of 
World War II. 


K.C. Life Agents Set Record 
on Bixby’s Birthday 


Kansas City Life’s ‘“President’s 
Birthday” production Aug. 20 was the 
largest ever. Written business in hon- 
or of President W. E. Bixby was $4,- 
027,356, a 6% increase over the previ- 
ous record set last year. ; 

August production traditionally is 
in observance of Mr. Bixby’s birthday 
month, with special effort aimed at 
Aug. 20, his actual birthday. August 
production to the 20th totaled $17,- 
707,279, compared with last year’s 
record high for the month of $27,701,- 


333. 


Policy Benefits for Income 
Near $750 Million 


The total number of policy benefits 
which will go out under income plans 
is expected by Institute of Life Insur- 
ance to approach the $750 million mark 





Robert J. Taylor 
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this year. This compares with $720 
million last year and $540 million in 
1945. These figures do not include an- 
nuity contracts. 

American families now have more 
than $6,300,000,000 stored up as policy 
proceeds and accumulated interest, 
,awaiting future payment as family 
income. This total is 85% greater than 
at the end of 1945. 





Names E. J. Hasselbring as 


Rosholt Chicago Successor 


E. J. Hasselbring has been appointed 
Chicago area manager of Lutheran 
Mutual Life to succeed I. E. Rosholt. 
Mr. Rosholt is relinquishing manageri- 
al duties after 26 years with the com- 
pany, but will continue to represent 
it, maintaining an office on Chicago’s 
south side. 

Mr. Hasselbring went with Lutheran 
Mutual five years ago in Oak Park, 
Ill, and has been first or second in 
production with the company nation- 
wide since. 


N. Y. Day Plans 


Added starters for the annual New 
York Insurance Day, Sept. 15, are 
Superintendent Bohlinger, Fred J. 
Stock, president of New York Board 
of Trade, and William R. Ehrmann- 
traut, claim manager of American Sur- 
ety, New York, and chairman of the 
executive committee of Insurance Fed- 
eration of New York. 

There will be an exhibit of Aetna 
Casualty’s Road-o-Meter, which gives 
4 simulated road test. 


Add Speakers for Tex. Meet 


A. R. Jaqua, director of the Southern 
Methodist University institute, and 
Benjamin N. Woodson, president of 
American General Life of Houston, 
have been added as speakers for the 
Southwest management conference, to 
Staged Oct. 1-2 at Mineral Wells by 
General Agents & Managers Confer- 
ence of Texas. 








Mr. Jaqua will talk on “The 1954 
Tax Bill and its Effect on Life Insur- 
ance Sales,” and Mr. Woodson will 
summarize talks made by other speak- 
ers. 

An evening of room-hopping sessions 
is planned. Recruiting, selection, fi- 
nancing, training and supervision will 
be discussed. 


Pru Payments Up $58 Million 


Prudential paid to policyholders and 
beneficiaries during the first six 
months of the year more than $436 mil- 
lion, exceeding the corresponding 1953 
figure by $58 million. 





Texas A & H Assn. Adopts 
10-Point Code of Ethics 


Texas A & H Assn. has adopted a 
10-point code of ethics which has been 
approved by the state board and local 
groups. New members and persons re- 
newing memberships will be _ re- 
quired to sign it. 

The code, patterned after that of the 
South Carolina association, emphasizes 
service to the customer and equity iy 
all dealings. It encourages study and 
observation and the avoidance of mis- 
leading advertising to uphold the dig- 
nity of A & H selling. 


LIAMA Alters Aptitude Test 


for Ordinary Agents 


LIAMA has revised its aptitude test 
for ordinary agents to make it more 
predictive at the younger ages and to 
allow for recent changes in economic 
conditions. This is the fifth revision 
since the original aptitude index was 
released in 1938. The test now is a 
standard part of the selection process 
for ordinary agents in 212 companies. 
The experimental items added to the 
revision will be examined for validity 
as test results are returned to associa- 
tion headquarters. 





WHO WRITES WHAT? 


WE DO! 


A complete line of both Participating and Non-Participating contracts, including just 


about everything you need in substandard: Whole Life and Endowment up to 500%; 


5-Year Term up to 250%; Term to 65 up to 500%; Term Riders up to 250%. Issue 


ages are Oto 70. Our reinsurance pool will accept our underwriting, which speeds 


up issuance of your larger cases. Only 1.3% of all cases submitted to NWNL during 





1953 were declined or postponed. 





Contact the nearest agency of 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 years’ experience in brokenage serice 


*With a bow to The National Underwriter 
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Metropolitan Will Write 


federal Employe Plan 
(CONTINUED FROM PAGE 1) 

petween $7 billion and $8 billion of 
insurance. Federal agencies are being 
instructed to begin payroll deductions 
from the checks of insured employes 
for the first pay period beginning after 
Aug. 28. There will be no exceptions 
ynless an agency requests a delay and 
the civil service commission grants it 
, subsequent effective date. Depart- 
ment and agency heads have already 
indicated they want to put the coverage 
into effect as fast as possible and few, 
# any, requests for time exten~ ons 
are expected. 

Employes will pay 25 cents per $1,- 
00 of insurance every bi-weekly pay 
iod. Coverage is for the employe’s 
ynual salary, carried to the nearest 
upper thousand. Double indemnity is 
provided for accidental death and 
there is a schedule of accidental loss 
of sight or limb. 


NCOLN’‘S COMMENTS 


NEW YORK—Asked for comment on 
the federal employes’ group life insur- 
ance plan, Chairman Leroy A. Lincoln 
of Metropolitan Life said Metropolitan 
was honored to be selected as the 
administering company although it 
would have been happy to work in con- 
junction with any of the other seven 
life companies eligible under the law 
to administer the program. He noted 
Metropolitan already has with several 
of these companies reinsurance ar- 
rangements under other group policies. 

Mr. Lincoln also stressed the state- 
ment made by Civil Service Commis- 
sion Chairman Young, in announcing 
the program, that the administering 
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pote. company will have no advantages in 

1934 2 connection with the sharing of the 

nsylvania underwriting of the insurance—that 
the allocation formula is purposely 
weighted in favor of middle-size and 
smaller insurance companies. 

Mr. Lincoln further emphasized the 
fact that this program, like most other 
group life plans, provides term insur- 
ance intended to continue an employe’s 

- bet income for a limited period after his 
son Blvd. death. 
to make “As pointed out in the announcement 
= of the federal program given to all 
federal employes under cover of a let- 
tr from President Eisenhower, it 
| should be considered as an added mea- 
ACTIRE sure of family security,” he said. “It 
: should not be looked upon as a substi- 
consult. |} tute for regular individual insurance 
in reply.|| Policies already purchased or to be 
derwriter | | Purchased through the employes’ own 
go 4, Ill, | | “surance agents.” 
Ohio National Cuts Rates, 
open for | | Detters Agents’ Pensions 
IES ; (CONTINUED FROM PAGE 1) 
poems throughout his lifetime, found today 
tive plan only in salaried employment, without 
Box A‘/, |} Sacrificing any of the independence 
- Jackson |} and freedom-of-action which charac- 
‘erizes life insurance selling as a de- 
sirable profession.” 
——} Also of particular interest to the 
— Club and the agency force was the in- 
man de |} YOduction of the new rate book by 
a. Slat Paul E. Martin, actuary, who discussed 
ward £.|} “UMerous reductions affecting waiver 
= of premium disability, occupational 
and medical impairments, and sub- 
slandard extras. Liberalized clauses 
____, | “vering disability and double indem- 
NTED pid on aviation risks and substantial 
on | uctions in gross premiums for 5, 10, 
cell nd 15 year term policies and for sev- 
a = types of business insurance con- 
iter, 175 he will go into effect Sept. 15. Mr. 
— unveiled a new policy designed 
€ juvenile market—the Plan-A- 








Life, under the terms of which each 
initial $1,000 increases to $5,000 on the 
policy anniversary nearest the in- 
sured’s 21st birthday. 

A sales panel on the program fea- 
tured eight Ohio National MDRT 
members who outlined their personal 
selling ideas and demonstrated the 
techniques which they have successful- 
ly used in the field. Company officials 
participated in an instructive under- 
writing panel, emphasizing recent 
changes and modifications in that de- 
partment. The business meetings were 
interspersed with various sports and 
entertainment activities, including golf, 
tennis, bridge, and cribbage tourna- 
ments and a traditional family night, 
starring company talent, which 
brought to light many singing, danc- 
ing, and novelty skits of professional 
caliber. 

At the Club banquet, Grant West- 
gate, agency vice-president presented 
“Brown Jug” trophies to the following 
general agents for their outstanding 
production records in their respective 
divisions during the annual “June for 
John” sales campaign: Larry D. 
Boord, Dayton, O., class A; L. E. Har- 
ris, Rawlins, Wyo., class B, and R. G. 
Nixon, Owenton, Ky., class C. 


SHORT FORM APP — ANOTHER TIME SAVER 


Convenience and the saving of time is the keynote when 
a Provident Life Producer begins to fill out an application. 
The entire app is contained in just one folded 8} x 11 
sheet. This includes both Part I and Part II of the non- 


medical application. This one sheet includes an illustrated 





ste tes eg 
= 
ir] 


OTRO Tren 3) 





I eis oo | 


Final SS Version Still 
Obnoxious to NALU Heads 


(CONTINUED FROM PAGE 1) 
from 75 to 72 by the Senate and that 
is how the final version reads. 

The final bill also resolved differ- 
ences between the House and Senate 
as to who should be covered. The 
agreed-on version brings in on a com- 
pulsory basis farm owners and farm 
employes, engineers, architects, ac- 
countants, and funeral directors, do- 
mestic workers, home workers, and 
fishermen; and on an optional basis 
employes of state and local govern- 
ments and ministers of the gospel and 
Christian Science practitioners. 

Where a lump-sum death benefit is 
payable, the maximum is still $255. 

Nevertheless a great many more per- 
sons will qualify for the maxmum 
lump sum payment. The lump sum is 
still three times the primary benefit— 
subject to the $255 maximum—but the 
new benefit formula, with a top of 
$108.50 instead of the old $85 a month, 
will mean that a lot more people will 
be qualifying for the $85 that will en- 
title them to the $255 maximum. Many 
of those entitled to less than the $255 
maximum will still qualify for an in- 


creased lump sum payment. For ex- 
ample, the minimum benefit has been 
inceased from $25 to $30, so the mini- 
mum lump sum payment increases 
from $75 to $90. 

The lump sum benefit is payable on 
all with insured status, whether em- 
ployed or self-employed, but not on 
their dependents. 

The social security bill as introduced 
in the house had no maximum except 
the previous limit of three times the 
primary benefit. The ways and means 
committee added a top limit of $255, 
the maximum under the old law. This 
action followed testimony by President 
Asa V. Call of Pacific Mutual on behalf 
of American Life Convention and Life 
Insurance Assn. of America in which 
he asked removal of the lump sum fea- 
ture entirely or failing that the con- 
tinuation of the $255 limit, and by 
Albert C. Adams, John Hancock, 
Philadelphia, National Assn. of Life 
Underwriters social security commit- 
tee chairman, asking the complete 
elimination of the lump sum payment. 

Following representations from fun- 
eral directors the Senate removed the 
$255 limit but the conference commit- 
tee reinstated it and it is in the final 
version. 


LIFE WITH 


PROVIDENT 


front with sales promotion copy, a scale of rates, the 
entire application, and a binding receipt. The Provident 
Life Producer thus avoids a lot of fussy detail work 
toward the end of the interview. It’s another among the 


many conveniences Provident life fieldmen enjoy. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1857 


a LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 
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So. Farm Bureau Life For example, hernia. A truly traumatic ais 


Applies for Entry to N. C. 


Southern Farm Bureau Life of Jack- 
son, Miss., has applied for a license to 
enter North Carolina and, according 
to the application, plans to tie in with 
North Carolina Farm Bureau Mutual 
of Greensboro “so that Farm Bureau 
members in North Carolina may obtain 
full life, A&H, casualty and fire cov- 
erages in their own companies and 
from one agent.” 

At present North Carolina Farm Bu- 
reau Mutual is dealing only in auto- 
mobile coverages, but indications are 
that its agents soon will be offering 
life and A&H and eventually fire in- 
surance. 

Licensing of Southern Farm Bureau 
in North Carolina has been delayed 
while the state insurance department 
checks with the Farm Bureau com- 
panies of Ohio to determine whether 
there will be any protest over the simi- 
larity of names. 

Southern Farm Bureau Life already 
is operating in 10 states, in two of 
which the Ohio companies also do 
business. They are South Carolina and 
Virginia. The company will be repre- 
sented in North Carolina by John E. 
Jones, Greensboro, who also is general 
manager of North Carolina Farm Bu- 
reau Mutual and formerly sales direc- 
tor of Southern Farm Bureau Life and 
Southern Farm Bureau Casualty, also 
of Jackson. 





A&H Claims Experts Urge 


Sales Talk Improvement 
(CONTINUED FROM PAGE 2) 
should not insist on detailed and ac- 
curate facts in contestable claims. In 
the matter of possible misrepresenta- 
tion or of disease antedating the policy 
Mr. Erickson advised that a check be 
made to learn if there had been a 
waiver rather than put the burden of 

proof on the insured. 

Mr. Day called for channeling all 
waiving of limiting clauses to the ad- 
ministrative level, and here it should 
be done on an exception basis. If it be- 
comes the announced policy of a com- 
pany to ignore these clauses or if it 
can be proven to be the established 
practice to waive them, their use is lost 
in defending the occasional claim in 
which the company must avail itself 
of every possible defense. 

He called the recent rash of articles 
attacking the A&H business “a natural 
outgrowth of the political philosophy 
that was drummed into a whole gen- 
eration: bigness in business is prima- 
facie evidence of wickedness.” 

“The editors must have been con- 
vinced of reader interest aside from 
mere sensationalization, or they would 
not have printed them,” he said. 
“Therefore we must conclude that our 
product is misunderstood by a substan- 
tial segment of the public. We have a 
public relations job to do to present the 
truth to the public.” 

Though this misunderstanding can- 
not be entirely eliminated, he said, it 
can be reduced to the minimum. To- 
day no reputable company uses the 
limiting clauses as a loophole to avoid 
a legitimate claim and even the bitter- 
est detractors admit that the vast ma- 
jority of A&H business is handled by 
reputable companies. These clauses are 
more for the protection of insured than 
for the companies, he said, giving these 
reasons: 

Clarification of coverage: They spell 
out in clear language situations that 
do and do not come within the scope 
of the policy, giving insured an oppor- 
tunity to know right from the start 
what he has bought. 

Elimination of situations that, in the 
past, have caused misunderstanding: 


hernia is rare, he said, and yet the av- 
erage layman is apt to consider it the 
result of an accident if it appeared im- 
mediately following strain or exertion. 

Also, the company can determine its 
obligations, i.e., time limitation clauses 
in the policies. 

Finally. defense against fraudulent 
claims: While these are few in number 
in relation to the total volume thev do 
make the greatest demands on the claim 
man’s abilities to protect the interests 
of the companv and the public. 

Mr. Berry declared that an adverse 
decision may be of no small conse- 
quence to a multiple line company for 
the reiection of a small hospital or 
disability claim may jeovardize other 
large lines of insurance if negotiations 
with the nolicyholder are not proper- 
ly handled. 


Many troubleseome claims and mis- 
understandings. and much ill will. can 
be eliminated bv the vrover selline of 
coverage and particularlv the selling 
of the policy exclusions, he said. The 
relationship between the volicvholder 
and the agent is such that the sale of 
coverage is a natural starting voint to 
eliminate, or at least minimize, the 
effect of adverse decisions. 

It is onlv the ill-advised agent who. 
knowing that benefits are not vayable. 
suggests to the volicvholder that a for- 
mal claim be filed “and see what hav- 
pens”. What happens, he said. is that 
the comnany incurs the cost of investi- 
gation, the policyholder is encouraged 
to hope benefits will be paid, only to 
have his hopes dashed. and the com- 
panv may lose a booster. 

At the same time. it is the agent, Mr. 
Berry said, who, if convinced of the 
correctness of the company’s position, 
{s the best person to explain to the 
client and obtain voluntary withdraw- 
al of a non-pavable claim. He said it 
is helpful to tell the agent the com- 
pany’s side in the matter of a rejected 
claim, for this prevared him for ob- 
jections by the policyholder and per- 
mits the company to obtain any infor- 
mation in the agent’s possession before 
notifying the client. 

All pertinent information should be 
developed before informing the policy- 
holder of an adverse decision, for 
courts generally are reluctant to vitiate 
a contract and all doubt usually is re- 
solved in favor of the client. Once this 
decision is made the doors are closed 
to ready access to additional data, and 
there may be irreparable loss of good 
will. 

It is usually advisable for the com- 
pany’s position to be substantiated by 
proper proofs, signed statements or 
court reporter’s statements, hospitals 
and medical records, and an inter- 
change of information with other com- 
panies that may be interested in the 
same claim. When an adverse decision 
is required, the claim file should con- 
tain adequate information to combat 
the expected result, he said. 


Since personal contact is of first 
importance, an interview should be ar- 
ranged when informing the client of 
the company’s action in this respect. If 
this is not possible, there should be 
telephone contact with confirmation by 
letter. A letter alone is the least de- 
sirable method, he said, but if it is the 
only one available, it should be written 
with unusual care and thought and its 
limitations must be recognized. Form 
letters for this purpose are generally 
looked upon as ineffective and most 
companies do not recommend their use. 





Late News 





Bulletins... 





N. E. Mutual Names W. R. Wagner at Rochester | 


New England Mutual has named William R. Wagner manager at Rochest 





effective Sept. 1. He succeeds Clifford W. Beers, general agent there since 1945 
who is resigning management duties because of failing health. Mr. Beers con 
tinues as associate general agent and will service his personal clientele, A CL 
and an army veteran, Mr. Wagner joined New England Mutual at Philadelp 

in 1947 after graduating from the Wharton School. He served at Harrisburg an 


at the home office and has been assistant superintendent of agencies since 195] 


Prudential to Lend IBM $100 Million 


Prudential has arranged to lend International Business Machines Corp. up to 
$100 million on 334% notes maturing May 1, 2055. The notes will be issueg 
from time to time but not later than Dec. 31, 1957. After May 1, 1963, at the 
option of either Prudential or IBM, the notes may be converted as a whole but 
not in part, into 25-year 314% notes, with provision for equal annual prepay. 
ments, without premiums beginning with the sixth year after the date of such 
conversion, to effect complete retirement of the notes by their maturity. 





Widow Seeks to Recover Proceeds Paid to Bank 


SYRACUSE—Mrs. Maybelle Markson, widow of N. Wesley Markson, Syrad 
cuse business man who died July 5, 1954, has brought suit in state supreme 
court against Lincoln National Bank of Syracuse and Massachusetts Mutual 


Life to recover $29,752 in life insurance proceeds paid by the company to the 
bank. The bank took out the policy on her husband in 1936 and paid all the 
premiums including the first one. These totaled $23,557.50 and Mrs. Markson 
claims the proceeds, $53,310, less the premiums paid. She contends that the bank 
had no insurable interest except for the premiums it paid. According to Mrs 
Markson’s affidavit although Mr. Markson was adjuged a bankrupt in Decem. 
ber, 1934, he had turned over all of his assets that he legally could to the Lin. 
coln Bank and received a written release and in the bankruptcy schedules th; 
Lincoln Bank was not listed as a creditor. Mrs. Markson contends she had ar 
economic interest in having the life of the insured continue. 








Happy Worker is Top 


Producer, Survey Shows 
(CONTINUED FROM PAGE 8) 
agers expected of them, agents who 
were doing as well as or better than 
the manager expected, agents who said 
they knew where they stood with the 
manager and agents who said their 
training was good were better produc- 

ers and had lower lapse ratios. 

Home office policies affect agents’ 
performance, also. Men who felt the 
home office gave them inadequate sup- 
port and understanding were more 
likely to terminate, but there was no 
relationship to production. If anything, 
the report stated, the relationship was 
reversed. The men who felt there was 
too much red tape in getting service 
from the home office had a higher in- 
dustrial increase. This may be due to 
the fact that the more business a man 
has, the greater his contact with the 
home office. 

In neither group did attitude toward 
working conditions in the office have 
any relationship to the criteria. How- 
ever, the report points out, this does not 
mean working conditions are unim- 
portant. It probably indicates that in 
no district were they so poor that they 
led to termination or poor production. 

Environmental factors did show a re- 
lation to performance in the size of the 
debit. It was found that in general the 
larger the debit the higher the ordinary 
production. Also in the larger debits 
there is greater ordinary and weekly 
premium increase as well as better 
persistency. Agents in larger debits 
were found more likely to survive. 

Agents who found paper work and 
detail unpleasant were found more 
likely to have a higher lapse ratio. 

In both groups agents who felt the 
company’s advertising campaign did 
not help their sales were more likely 
to terminate. High producers in the 
present organization were more likely 
to believe that the company require- 
ments for attending its conventions 
were fair. 

The report pointed out that it could 


not determine whether certain attitudes 
lead men to poor performance or men 
who were performing poorly deveioped 
the attitudes. 


N. Y. Life Opens Two 


Sales Offices in Texas 


New York Life has opened a sale 
office in Tyler, Tex., headed by Charle 
O. Clark, Jr., who is a CLU and is as- 
sociate manager of the Dallas branch 
under which the Tyler office operates, 
Under the San Antonio branch, a sales 
office has been opened at Austin, 
headed by Hubert A. Buchanan, asso- 
ciate manager at San Antonio. 

The sales offices at Abilene and 
Beaumont, which come under Ft 
Worth and Houston branches, respec: 
tively, have been moved to large 
quarters. 





Grannis Milwaukee General 
Agent for Minn. Mutual 


J. Douglas Grannis has been ap- 
pointed general agent in Milwaukee 
and vicinity for Minnesota Mutual 
Life. 

A 34-year life insurance veterat, 
Mr. Grannis formerly was with 
Massachusetts Mutual Life as a gen- 
eral agent at St. Paul and with Penn 
Mutual Life as general agent in both 
Cincinnati and Milwaukee. An arm) 
veteran, he is a past-president of Mil 
waukee Life Underwriters Assn. and é 
former secretary of Milwaukee Gener 
al Agents & Managers Assn. 


To Fete Past Presidents 


The 22 past presidents of Milwaukee 
Assn. of Life Underwriters will bé 
honored at the opening luncheon meet: 
ing Sept. 2 at which Clyde Coffel 
Phoenix Mutual Life, will be installet 
as president to succeed William H 
Froehlich, Occidental Life of Cal 
ifornia. 

Past President A. Jack Nussbaum; 
Massachusetts Mutual, an NALU trus 
tee, will present an honorary gave 
and certificate of appreciation to ¢4 
past president. Walter Weissinger, he 
other past president and now field 
vice-president of New York Life, wil 
speak. 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





ne and 
der Ft 


respec: 
» large 


neral 
] 
pen ap- 


lwaukee 
Mutual 











YLIM 





ae 
=e , “ft 


CF, borwlon 


American Life Convention for 48 years has 
worked for the advancement of the life insurance 
business as a social and economic service. 

In cooperation with other life insurance 
organizations, ALC promotes public confidence 
and mutual understanding among home 

offices, field forces, and policyholders. 

Life of Georgia and other member companies 
benefit greatly fram ALC’s leadership in research 
and study of the life insurance business. 
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OVER A BILLION DOLLARS LIFE INSURANCE IN FORCE 


a tingle of 


excitement 


Whenever American United Life’s 
representatives gather for training, 
regional or field club meetings, you 
will find an undercurrent of excite- 
ment present—a feeling of high 
morale —the thrill of teamwork ac- 
complishment. This highly satis- 
factory situation is the result of 
complete understanding between 
home office and the field. 


As far as American United is 
concerned, no one group has a cor- 
ner on brains. The secret of sales 
success lies in the exchange of sales 

~ ideas; in letting these sales ideals 
trickle up from the field and filter down from the home office. 
Making “sales management” a two-way street builds better 
sales tools, better men and better business. 


And this philosophy accounts for the tingle of excite- 
ment: all of us may take credit for the record-breaking vol- 
ume of good business each succeeding year sees added to 
American United Life’s books. 


Assets over $100 millions, insurance in force over $550 millions 









































AMERICAN UNITED LIFE INSURANCE COMPANY 
Home Office, Fall Creek Parkway at Meridian Street 
Indianapolis, Indiana 

















DON’T WORK HARDER—WORK SMARTER 


The Bankers Mutual Simplified Selling System will bring 
you greater sales results with the same amount of time 
and effort you are now expending. Don't take our word for 
it, investigate this yourself. 


RIDING ON A.I.R.*... 
ness you produce than you will believe possible until you 


will pay you more for the busi- 


give us an opportunity to show you what you can do under 
our agency agreement. 


* Automatic Increasing Remunerator Contract 


PLUS... 


PERSISTENCY BONUS, LIFETIME RENEWALS, FREE VACATION, INCENTIVE CON- 
TESTS, and PRODUCTION CLUBS. 

A..R. is available in Illinois, Michigan and Missouri. Write today in confidence for full 
details to Herbert Jensen, Agency Vice President. 


Bankers Muixal 
Frecnanse Company ey — 


% ¢ 
LOUIS FAUSER, President wome orice FREEPORT, ILLINOIS we 
An Old Line Mutual Legal Reserve Life Insurance Company 
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THERE WILL BE 6,000 AMBITIOUS LIFE UNDERWRITERS ENROLLING FOR C.L.U. CLASSES THIS FALL. 


WILL YOU BE ONE OF THEM? 


Over 3,750 of your fellow underwriters now proudly hold the coveted C.L.U. designation. 
Most are working full time as life underwriters, making a career of selling and servicing life 
insurance. They have gained the confidence and poise of recognized professional men. 





in 1952, a Silver 
Anniversary Survey 
was made by the 
Chartered Life Un- 
derwriters. Let's 
look at some suc- 
cess facts. 


The five parts of the 
C.L.U. studies will help 
you obtain a broader 
knowledge and 
deeper understanding 
of life underwriting. 
Check any one or 
more of the courses 
which you think might 
be helpful to you. 


yTvat COm, 


94% have made life insurance their lifetime career. 


3 out of 4 have remained with the same company since getting their desig- 
nation. 


The median production of the C.L.U. ordinary underwriter in 1951 was 
$400,000 of ordinary insurance. 11% sold more than $1,000,000. 


While preparing for C.L.U. exams, most C.L.U.’s increased their incomes. 
They attributed these increases to their studies. 


From the sales of life insurance alone, the median income of the C.L.U. was 
$9,500 in 1951. 


Asagroup: 4% earned more than $34,000 
8% * “26,000 

18% “ “  ** 18,000 

46% “ “10,000 


New York Life Insurance Company fully supports the American College of Life Underwriters 
and encoureges its field representatives and employees to study the C.L.U. courses. In fact, 
almost 300 NYLIC agents, emplayees and officers are C.L.U.’s and 450 more took examinations 
this year. 


Life Insurance Fundamentals. 


Economics, Government and Social Problems. 


Business Law, Wills, Trusts and Estates, Taxation and Business Insurance. 


Finance, including Investments, Corporation Finance, Banking and Credit. 


Comprehensive Life Underwriting — a summary of life underwriting prcic- 
tice fitted into the practical pattern everyday life insurance problems, botn 
personal and business. (This is the last examination to be taken.) 


If you want information on enrollment for this year, contact the President of the nearest 
C.L.U. chapter or some C.L.U. in your community; call your local Life Underwriters’ 
Association, or write to the American College of Life Underwriters, 3924 Walnut Street, 
Philadelphia 4, Pennsylvania. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, New York 10, New York 





